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WASHINGTON, D. C.—American 
life Convention and Life. Insurance 
\ssn. of America have expressed seri- 
us concern over proposed amend- 
ents to federal tax regulations deal- 
with stock options. In a statement 
pmitted to the Commissioner of In- 
mal Revenue, objection is made by 
e two associations to a proposal to 
ter the tax treatment of stock op- 
ions acquired in the investment pro- 
dures of life insurance companies. 
“As major suppliers of capital for 
vestment, we are seriously con- 
med about the proposal to tie the 
x treatment of stock options 
cquired ‘as part payment for the loan 
f money’ to the treatment of stock 
ptions granted to employes,” ALC 
nd LIA said. 


pposition Based On Three Points 




























The two life insurance associations 
ased their opposition upon three as- 
ects of the proposed changes: (1) 
at these changes imply that the val- 
e of the option is necessarily to be 
eated as partial consideration or “in- 
erest” when an investor acquires a 
tock option in connection with the 
ranting of a loan; (2) that they 
ould add a test of taxability de- 
nding on whether or not the option 
as “a readily ascertainable fair mar- 
et value” when acquired, and (3) 
hat the excess over the option price 
f the stock’s fair market value when 
he option is exercised would be taxed 
t ordinary income tax rates. 

In connection with these three 
oints, ALC and LIA stated: 

“As to the first point, the acquisi- 
ion of an option may or may not be 
onsideration for the loan. For in- 
tance, if options are acquired as part 
f a combined purchase, from the issu- 
r, of his bonds and stock options, long 
stablished practice would require the 
otal cost of the ‘package’ to be al- 
ocated between the two types of se- 
urities ‘according to their respective 
alues at the time of the purchase, 
hich values should be determined 
rom all available evidence.’ If that 
esults in an allocation to the bond of 
ost less than the face amount, the 
ifference will eventually be taxed as 
rdinary income—either through re- 


la., Wyo., Ordinary 
Sales Gains In Nov. 
Lead Other States 


Alabama and Wyoming, each with a 

41% increase in ordinary sales in No- 
vember led all the other states in 
percentage gains, according to LIAMA. 
Runners up were Alaska, where No- 
vember ordinary sales were up 35%, 
and Colorado, which showed a 22% 
gain. 
For the 11-month period, Hawaii led 
ith an increase in ordinary sales of 
20%. Nevada took second place with a 
16% boost and Alabama, with a 14% 
gain, was in third place. 
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quired accrual of discount over the 
term of the bonds, or upon their ma- 
turity, etc. Even though proposed new 
section 1.61-14(c) may not be in- 
tended to disturb such prior practice, 
the ambiguity remains and should be 
clarified. 


Discuss Second Point 


“On the second point,” the ALC 
and LIA letter continued, “even 
though the facts may disclose the op- 
tion to have been acquired as part 
payment for the loan, the absence of 


‘a then readily ascertainable fair mar- 


ket value—or the difficulty of estab- 
lishing a value for the option when it 
is acquired—is no reason for postpon- 
ing the taxable incident until the op- 
tion is exercised or sold and then tax- 
ing at ordinary income rates not only 
the original value but the subsequent 
capital appreciation as well. 

“As to the third point, the proposed 
tests of when an option has a ‘readily 
ascertainable fair market value’ are 
such that, in virtually all instances, 
the option would have to be found to 
have no such value at the time it is 
granted. If, as a long-standing IRS 
rule contemplates in the case of op- 
tions purchased as part of a ‘package’ 
investment, their then value is to be 
determined from all available evi- 
dence, it obviously can be no less fea- 
sible to determine the value of options 
admittedly received as part payment 
for the loan,” the associations pointed 
out. 

An oral statement of the views of 
the life insurance business was pre- 
sented to the IRS at a public hearing 
by Gerhard A. Munch, assistant gen- 
eral counsel of Mutual of New York, 
who is also chairman of the associa- 
tions’ joint subcommittee on federal 
taxation. 


Harry McClain Is 
Ind. Commissioner 


The new insurance commissioner of 
Indiana is Harry E. McClain, who for 
the last 21 years has been secretary of 
Indiana Assn. of Insurance Agents and 
who served as Indiana commissioner 
from 1933 to 1937. He is probably the 
best known insurance man in Indiana. 

Mr. McClain started as manager of 
the insurance agency of Farmers Na- 
tional Bank of Shelbyville, and in the 
ensuing 10 years developed a large 
volume of business, chiefly by the use 
of advertising. At the same time he 
was active in Democratic politics, be- 
coming city clerk of Shelbyville. He 
was one of the prominent workers in 
the ranks of Indiana Assn. of Insurance 
Agents and was a member of the Amer- 
ican Legion. 

In 1933, Mr. McClain was appointed 
insurance commissioner to a term that 
expired in 1937. He succeeded J. C. 
Kidd of Brazil, whose son, Linn, was 
later president of the Indiana asso- 
ciation for two terms and then for 

(CONTINUED ON PAGE 23) 


Influence Parley On 
Problems Of Aging? 


By WILLIAM MACFARLANE 


While at press time it was too early 
for insurance people to have had a 
chance to study and assess the report 
of President-elect Kennedy’s task force 
on medical care for the aged, the 
matter of timing of the report’s release 
and its influence on the outcome of 
the White House Conference on Aging 
is already being questioned in insur- 
ance circles. 


Cohen Heads Task Force 


In its report, the task force, headed 
by Professor Wilbur J. Cohen of the 
University of Michigan, advocated a 
health insurance program that goes 
even further than the one proposed by 
the President-elect in the Kennedy- 
Anderson bill which was defeated in 
the bob-tail session of Congress last 
summer. The report recommended a 
$1 billion-a-year program that would 
cover some 14.5 million people and be 
financed through employer-employe 
contributions to social security taxes. 
As envisioned by the task force, the 
program would be paid for with an 
increase of one-quarter of 1% in the 
social security tax on employer and 
employe, that would rise to four-tenths 
of 1% in five or 10 years. The eligibil- 
ity age would be lowered from 68 to 65 
for men and to 62 for women. Accord- 
ing to the task force’s estimate, the cost 
of the program would rise to $2 billion 
in 10 years. 

At first glance, it is the sort of 
program that health insurance men 
expected from the group. What they 
are concerned with now, however, is 
the timing of the task force’s report to 
coincide with President Eisenhower’s 
White House Conference on Aging. 

For example, on Tuesday, the same 

(CONTINUED ON PAGE 27) 


Proposed IRS Stock Option Rule WasReport Timed To L. R. Menagh Jr. 
Changes Opposed By ALC, LIA 


Is New President 
Of Prudential 


Had Been An Executive V-P 
Since 1957 And Is A Fellow 
Of Society Of Actuaries 


NEWARK—Louis R. Menagh Jr., 
one of Prudential’s three executive 
vice-presidents, was elected president 
Tuesday. He succeeds Carrol M. 
Shanks, who had requested early re- 
tirement after some of the directors 
had criticized a personal financial 
operation designed to save him some 
$400,000 in federal income taxes. 

Frederick H. Groel, vice-president 
and secretary since 1948, becomes ex- 
ecutive vice-president, succeeding Mr. 
Menagh. Henry M. Kennedy, executive 
director, public relations and advertis- 
ing, becomes 2nd vice-president in 
charge of those operations and William 
D. Freeston, assistant secretary, takes 
over the secretary post vacated by Mr. 
Groel. 


Company’s Eighth President 


Mr: Menagh, who is 68, becomes Pru- 
dential’s eighth president and is the 
first to have worked his way through 
the ranks to the top. He is a fellow of 
Society of Actuaries, was formerly 
comptroller and has been an executive 
vice-president since 1957. He first 
worked for Prudential while a student 
at Rutgers University, when he walked 
in and landed a summer job. Then, in 
1914, after graduating, he was offered 
a full-time job. 

Young Menagh wasn’t sure he 
wanted to stay in the insurance busi- 
ness but was persuaded to. study 
actuarial work and from then on he 
was convinced life insurance was his 
career. Some years later he became a 

(CONTINUED ON PAGE 26) 





As the triennial 
convention exam- 
ination of Metro- 
politan Life gets 
under way: Wil- 
liam C. O’Keeffe, 
assistant treasurer, 
shows Bert North- 
rop, principal ex- 
aminer of the New 
York department, 
the largest single 
bond issue owned 
by the company. 
It is the $100 mil- 
lion issue of Trans- 
western Pipeline 
Co. first mortgage 
bonds due Dec. 1, 
1980. The smallest 
security was an 
FHA bond for $50. 
One of the oldest 
bonds, dating back 
to 1899, is an obli- 





gation of the old Edison Electric Illuminating Co. of New York, now part of 
the Consolidated Edison system. The triennial examination takes a full year 


and a half to complete. 
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F rugal Living Basis For Retired 
Takes Double What OASI Provides 


Even on a living standard so frugal 
as to exclude owning a car, the av- 
erage retired couple needs about twice 
as much income as social security 
provides, leaving anywhere from $95 
to $155 a month to come from annui- 
ties or other sources. 

According to a Labor Department 
Statistics Bureau survey, the cost for 
a living standard described as “not a 
luxurious level but one adequate to 
provide more than the basic essentials 
of consumption” would range from 
$220 a month in Houston to $280 a 
month in Chicago. The average social 
security payment to couples 65 and 
over is about $125 a month, or half 


the mean of the highest and lowest 
living costs in the 20 cities covered in 
the survey. 


Healthful, Self-Respecting Basis 


The cost-of-living budget used as 
the yardstick is intended to represent 
“a level of living which provides the 
goods and services necessary for a 
healthful, self-respecting mode of liv- 
ing, and allows normal participation in 
community life according to standards 
prevailing in large cities or their sub- 
urbs in the United States.” 

The food-and-beverages category 
and the _ rent-heat-utilities category 
each run to nearly 30% of the budget. 


The “other goods and services” cat- 
egory includes transportation, clothing, 
household furnishings, medical care, 
personal care, household operation, 
reading, recreation, tobacco, gifts, con- 
tributions and miscellaneous expenses. 
About $20 a year is allowed for al- 
coholic drinks. The medical care figure 
is about 9% of the total budget. 

The budget assumed that the couple 
lives in a rented apartment, since more 
accurate data were available on rent- 
ing than owning homes. However, it is 
the bureau’s understanding that re- 
tired couples typically live in their 
own homes, with no mortgage or at 
most a small one. 





T. C. Ferguson Is 
Named Chairman 
Of Texas Board 


AUSTIN—Thomas C. Ferguson, 54, 
former district judge at Burnet, has 
been made chairman of the Texas 
Board of Insurance. He succeeds Penn 
J. Jackson. 

Judge Ferguson served for the last 
13 years as district judge, declining to 
seek reelection last year. He was a 


newspaper man for a number of years | 


and also practiced law, being elected 
to the state legislature in 1931. He is 
also a former mayor of Burnet and has 
been active in county affairs. He is a 
former vice-president of the Texas 
Convention of Christian Churches and 
is active in historical associations. 

Mr. Jackson, who was the last of the 
original three members of the reorgan- 
ized board of 1957, recently resigned 
to return to his old bench as district 
judge in Cleburne. 


Southland Life 
Buys Carolina Life 


Southland Life has contracted to 
purchase more than 95% of the out- 
standing stock of Carolina Life of Co- 
lumbia, N.C., for an amount in excess 
of $15 million. The acquisition will give 
Southland Life 31 branch offices in 
Florida, Georgia, and South Carolina 
in addition to the 66 branch offices it 
currently maintains in 22 states and 
the District of Columbia. 

After the acquisition has been com- 
pleted, Carolina Life operations will 
continue under the present manage- 
ment as a division of Southland Life. 
Southland Life has more than $1,425,- 
000,000 of insurance in force, and 
Carolina Life has in excess of $375 
million in force. 

In March of 1960 Midwestern United 
Life of Fort Wayne and Guaranty Sav- 
ings Life of Montgomery announced 
purchase of a major block of Carolina 
Life stock. It was intended that the 
remainder of the stock would be pur- 
chased later. However, Midwestern 
United sold its holdings to Guaranty 
Savings and bought American Travel- 
ers Life of Indianapolis. 

In October it was reported that 
Guaranty Savings had purchased a 
second block of Carolina Life stock, 
bringing its holding to 44%. President 
Ernest Woods of Guaranty Savings 
indicated at that time that a three- 
way merger was in the offing of Guar- 
anty Savings, Carolina Life and an 
unidentified company. 





TELLS EASTERN REGIONAL MEETING 





Northwestern Mutual ‘60 Sales 
Best Ever: President Slichter 


An all-time Northwestern Mutual 
record of $877 million in 1960 sales was 
reported by Presi- 
dent Donald C. 
Slichter at the 
company’s annual 
eastern regional 
meeting at the 
Waldorf-Astoria in 
New York. Point- 
ing out that the 
first year of the 
new decade was a 
rewarding one for 
many Northwest- 
ern Mutual field 
men, and a very 
good one for the company as well, Mr. 
Slichter, said the 1960 figure exceeds 
the 1959 sales total by more than $5 
million. 

Mr. Slichter, the first speaker of the 
two-day program, also reported that 
December, with sales of $91.5 million, 
was a record month, and continued in 
glowing terms to report on other 
achievements of Northwestern’s field 
force—a record 259 men qualifying for 
Million Dollar Round Table and 425 
Northwestern people who _ achieved 
their CLU designations. 


Other Gains 


Although complete figures were not 
available at this meeting, preliminary 
data indicated, Mr. Slichter noted, that 
mortality results in 1960 were a shade 
better than in 1959, investment re- 
sults, from the standpoint of rate of 
return, were the best since the early 
1920s and the over-all rate of return 
on real estate mortgage and security 
investments, after all investment ex- 
penses, but before federal income 
taxes, will exceed 444%. In 1959, the 
latter figure was 4.14%. 

In a summary of the record, Mr. 
Slichter said that gains from all sources 
have again made it possible for North- 
western Mutual to increase its dividend 
rate. 

After first reminding his audience 


Donald C. Slichter 





Travelers Man New 


R. I. Commissioner 

PROVIDENCE—Thomas J. Coyle, 
Travelers claims manager here, has 
been appointed insurance commissioner 
of Rhode Island. He succeeds Hartley 
S. Roberts. 


of the theme of this year’s meeting— 
“Personal Security in a Free Enter- 
prise System”—Mr. Slichter said, “Nev- 
er has the position and importance of 
the individual been more closely and 
clearly examined and forcefully stated 
than by the distinguished members of 
the President’s commission on national 
goals, headed by our own trustee, Hen- 
ry Wriston, formerly president of 
Brown University and now president 
of the American Assembly of Colum- 
bia University.” 


Discusses Commission Report 


Mr. Slichter briefly discussed the 
commission’s report, “Goals for Amer- 
icans,” and its emphasis on the ability, 
energy, dedication and self-discipline 
of the individual, and its application to 
Northwestern’s established business 
philosophy, one which is shared by 
producers, home office employes and 
policyholders. 

Vice-president Robert E. Dineen bore 
down on the hazards of financed in- 
surance, which he termed “buying in- 
surance on margin.” He recalled the 
troubles that overtook many who 
bought stocks on the slim pre-1929 
margins and who bought homes in the 
1920s without amortization provisions. 

“The two measures that failed in the 
securities and mortgage fields are now 
being advocated for your life insur- 
ance program,” he said. “You are be- 
ing urged to abandon the feature 
which has given life insurance its sta- 
bility and greatest strength—the sys- 

(CONTINUED ON PAGE 14) 
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PRELIMINARY 1960 FIGURES 


Record Individual 
Sales For N. Y. Life 
Reported By Myers 


New York Life sold more than $y 
586,000,000 of individual life insurany 
in 1960, a reco 
according to p 
liminary figurg 
















Clarence J. Mye 
chairman 4q 
president, in 
Francisco, 


























Records were a 
so established fg 
premium incom 
and paid benefits, Mr. Myers said. 

Preliminary figures show that 19§ 
individual sales exceeded those 
1959 by $110 million, or 4.5%, 3 
were ahead of the previous high ¢ 
tablished in 1958—$2,573,928,000. Pre 
mium income was $665 million ; 
1960, 6.3% over 1959 income. 
Myers reported that more than $1) 
million of premium income resulta 
from the operations of the group dé 
partment. 

Benefit payments exceeded half 
billion dollars for the first time in th 
company’s history—$505 million, or : 
increase of 9.5% over 1959. Of th 
total, $292 million went to policyhold 
ers, $159 million to beneficiaries, a 
$54 million was paid out in A&S bend 
fits. 

Life insurance in force, Mr. Myer 
said, went over the $24 billion mari 
a rise of 7.2%. Group life  sal@ 
amounted to $436 million in 1960, 
3.8%. Combined individual and grow 
sales were $3,022,000,000, a gain 4g 
4.4%. 


$2 Billion In Force 
Achieved By B.M.A. 


Business Men’s Assurance ended 1 
with $2 billion of insurance in for 
The company reached the $2 billi 
mark five years after it had attain 
its first billion, a figure it had taken 
years to achieve. 

Formed as an accident associati 
in 1909, it wasn’t until 1920 that 
company began to write life. 
B.M.A. health premiums are approx 
mately equal to life insurance premi 
um income each year. 


Clarence J. Myers 








Zurich American Life's Ist Policy 


The first policy 
written by Zurich 
American Life is 
issued to Richard 
Haigh, Scott & 
Scott agency, Mor- 
ton Grove, Il, 
(second from left), 
by James Bowling, 
assistant secretary 
and administrative 
officer of the new 
company. Watch- 
ing the transaction 
are Fred H. Oliver, 
assistant U. S. 
manager (extreme 
left) and Neville 
Pilling, chief ex- 
ecutive officer. 
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v TESTED SALEABLE MERCHANDISE 
v DISTINCTIVE INVESTMENT TYPE PROGRAM 




























vy COMPLETE HOME OFFICE COOPERATION 
_ All of these Factors, Plus Many More Offer YOU... 
A PROFITABLE CAREER 


WITH NATIONAL ee 
RESERVE LIFE! 
One of America’s 
Fastest Growing 


And Progressive 
Companies 





If you are qualified for General Agent 
opportunity, you will benefit by writing 
us today! Top Commissions, Pension Plan 
and other highly desirable features are 
yours, in addition to tested merchandise 
and the assurance of outstanding Home 
Office Cooperation. 


Write us and all correspondence is 
held in confidence. 


ATTRACTIVE 
TERRITORIES 
NOW AVAILABLE! 







» Particularly desirable territory open- . H. O. CHAPMAN 
Topeka « Sioux Falls President 


ings are currently available. Write 
us today for detailed information. Paci abc 
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Faulkner Questions Motive Behind AHA’s 


Refusal To Confer With Private Insurers 


The recent statement of a represen- 
tative 


of American Hospital Assn. at 
the meeting of 
American Medical 
Assn.’s_ house of 
delegates to the 
effect that AHA 
would not sit down 
at the same table 
with private in- 
surance companies 
for a comference 
on compulsory 
health insurance 
“raises serious 
questions of mo- 
tivation,” E. J. 
Faulkner said last week at the annual 
meeting of American Assn. of Univer- 
sity Teachers of Insurance in St. Louis. 

The statement in question was in- 
strumental at least in causing AMA to 
back what Mr. Faulkner in his speech 
at the AAUTI meeting called ‘a chosen 
instrument policy” in the physicians 





E. J. Faulkner 


one of the 


fight against federal intrusion into the 
health insurance business for the age 
65-plus market. The AMA delegation 
adopted a resolution “to assume im- 
mediately the leadership” in consolid- 
ating its efforts with those of the na- 
tional Blue Cross and Blue Shield 
organizations and AHA “into maxi- 
mum development of the voluntary 
non-profit prepayment concept to pro- 
vide health care for the American 
people.” 


Allergy To Competition 


Mr. Faulkner said, “In a business 
characterized by its genius for coupling 
fierce competition for public patronage 
with cooperation among competitors 
in matters where cooperation is salu- 
tory and wholesome, it is disconcerting 
that one type of insurer has recently 
developed a seemingly intense allergy 
to competition.” 

Mr. Faulkner went on to describe the 
AHA representative’s stated reluctance, 


best 
nd gne of the 





usiest 


Comparable year-to-date figures continue to show that 
Central Life’s sales consistently run well ahead of the life 
insurance industry as a whole. There are several reasons 
why this is so— and Central Life agents agree that an 
important one is true graduated premium on all plans 


(except single premium). 


The quantity discount idea, first 


introduced in the United States by Central Life in 1955, 
is another example of the sales-minded leadership that’s 
making “One of the Best’ one of the busiest, too! 


Cantiol Life 


ASSURANCE COMPANY, 
Progressive and competitive, yes 
at the expense of financial security 





DES MOINES 6, IOWA 


. » « but not 
ASSETS 
SURPLUS 


INSURANCE 
IN FORCE 


$175 Million 
$1442 Million 
$620 Million 


and presumably the reluctance of 
AHA-sponsored Blue Cross to accept a 
proposal to participate in a congress 
of all elements of the private health 
care complex designed to find ways of 
better serving the public. 

“The bald statement that ‘We will 
not sit down with them. We do not 
believe in commercial health insur- 
ance,’ raises serious questions of moti- 
vation,” Mr..Faulkner declared. 

He said he hoped that the statement 
is not broadly representative of the 
fine voluntary general hospitals, “many 
of whom derive a significantly greater 
share of their revenues, directly or 
indirectly, from the insurance com- 
panies than they do from the service 
plans. I cannot but believe that in the 
councils of the hospitals and among 
the leaders of the service plans a more 
broad-gauge view will prevail.” 

As for AMA backing a “chosen in- 
strument,” Mr. Faulkner stated, “I be- 
lieve that there will be recognition 
that a chosen instrument policy in the 
financing of health care costs can only 
lead to nationalization of the insurance 
function and socialization of the hos- 
pitals and the practice of medicine. 
Competition among all types of private 
health insurers has given the business 
its strength and vitality.” 


Mutual Of Omaha Has 
46-Day Enrollment For 
Over 65 Health Cover 


Mutual Benefit H.&A. is conducting 
a “Senior Security” policy enrollment 
period between Jan. 1 and Feb. 15. The 
enrollment will allow people ages 65 
and over to purchase, without health 
qualifications, hospital, surgical, con- 
valescent and nursing home coverage 
as well as an in-hospital weekly pay- 
ment policy. The two different policies, 
both with a renewal safeguard, will 
be offered during the 46 days. 

The “Senior Security” policy was 
introduced about two years ago. It pays 
hospital room benefits, miscellaneous 
expense and surgical benefits, and 
convalescent or nursing home benefits 
when preceded by hospitalization for 
the same disability. The “Senior Se- 
curity Special” pays $50 a week for 
up to 50 weeks while the insured is 
hospitalized. It has the potential of 
paying up to $2,500 for a $4.50 monthly 
premium. 

Since the first enrollment in March 
of 1959, Mutual of Omaha has sold 
about 300,000 policies. Five new plans 
have been developed since 1959 in- 
cluding a major medical policy. 


Record Membership As 
NALU Closes Out 1960 


Membership in NALU on Dec. 31 
was at an all-time high—80,273 mem- 
bers, or nearly 2,500 more than on 
Dec. 31, 1959. The membership total 
consisted of 58,625 holdovers from the 
previous year and 21,648 new mem- 
bers. 

NALU’s membership quota for 1961 
has been set at 87,777. As of Jan. 5, 
13,352 members for the current year 
have been reported to NALU head- 
quarters membership processing de- 
partment—some 1,500 ahead of the 
same period last year. 

The first local association to achieve 
its 1961 membership quota is Chatta- 
nooga. It had a quota of 280 mem- 
bers, but reported 294 members by 
Jan. 5. \ 

Northwestern Mutual ‘agents from a 
five-state area attended the upper 
midwest conference at St. Paul. 
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Committeemen Are 
Appointed For NAL 
Midyear In Florida 


The Broward County Life Und 
writers Assn., host association for 
NALU midyea 
be held at Ft. 
derdale, Fla., 
appointed a speg¢ 
committee to 
dle matters in ¢ 
nection with 
meeting. 

General ch 
man of the h 
committee is E 
S. Doyle, Uni 
Central Life, 
Lauderdale. She 
secretary of 
Broward County association, sery 
two terms on the NALU board, 
chairman of the 1959-60 NALU no 
inating committee and has been c 
man or a member of several import 
national committees. 

Assisting Mrs. Doyle in provid 
suitable facilities, entertainment a 
hospitality for midyear attendees 4 
the following. 


Mrs. Doyle Heads Planners 






















Elsie S. Doyle 















Planning committee, Mrs. Doyle, E 
B. Armentrout Jr., Provident Mut 
association president, C. Alexand@ 
Smith, New York Life, Lewis 
Thomas, Prudential, Henry J. Sp 
man, Conger Life, and R. B. Walke 
New York Life, Hollywood, Fla., fo 
mer NALU trustee. 

Finance, Mr. Smith; treasurer, Cliff. 
ford W. Siegrist, New York Life; Gen 
eral Agents & Managers Assn., M 
Smith; publicity and  attendang 
George A. Corkum, General Americal 
entertainment, Lon W. McGlasho 
New York Life, and Robert Chandlq 
Prudential; hospitality, Mr. Tho 
and Basil M. Stewart Sr., Independe 
Life. 


More Committeemen Listed 















Reservations, Mr. Walker; regis 
tion, Norman J. Schramm, Pilot ‘ 
and Charles C. Williamson, Metropol | 
itan; women agents, Mrs. Jean Di 
son, New York Life; women gues 
Mrs. R. B. Walker; Broward Coun 
sales congress, Mr. Armentrout. 
“David Blatt, Mutual of New Yor 
Palm Beach, president of the Flori 
association, is also playing a key ro 
in midyear planning. 

With the largest attendance at 
previous NALU midyear meeting ha 
ing been recorded in Miami in 19 
and with excellent accommodatio 
and program set for Ft. Lauderd 
this year, NALU expects that the 19 
midyear will set an attendance re 
ord for such events. 


Reservation Procedure Given 




















ood adi 
swiftly pr 


Because of the expected large 4 
tendance, all persons planning to 2 
tend the midyear are urged by NAL 
to make their room reservations di 
rectly with the Galt Ocean Mile Hote 
3200 Galt Ocean Drive, Ft. Lauderdal 


Fla. ; 

The 1961 NALU midyear programf’St €XCi 
will include meetings of all nation#Pf insural 
committees, board of trustees, and thi 
national council; an agents forum dea that | 
General Agents & ‘Managers Confetf sales po 
ence, management program, LUTC ani Pp 
GAMC luncheons, association work ..plus th 
shop, and leisure-time activities. Thé 
Broward County association will spot hutual fu 
sor an all-star sales congress Thursdajj, ospects 


morning, April 20. 
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. = ood advice. Nationwide’s SECURANCE is impressed by the powerfully promoted 
derdakfWiltly proving itself as one of the freshest, | SECURANCE idea. Agents find it makes the SECURANCE ... exclusive with 
srogramuost exciting concepts in the whole history _ big difference—between an interview and a 
nat pt insurance! A big, striking multiple-line sale. Put SECURANCE in your production 
forunjdea that equips the Nationwide agent with _ plans. Join our expanding sales staff... join 


cou? sales portfolio of 131 different coverages the men who can tell their prospects with Fr dar IONWIDE 
work}..plus the opportunity to sell shares in a _ confidence, “Jf we don’t have it, you don't eae 
es. UG e e . 29 . e . 
11 spongiutual fund. Millions of policyholders and _need it!”” Write: Dean W. Jeffers, Vice Presi- 
Nationwide Mutual Insurance Company / Nationwide Life Insurance Company 


ay’ . . . 
ure prospects have read, discussed and been dent —Sales, Nationwide, Columbus 16, O. Nationwide Mutual Fire Insurance Company / home office: Columbus, Ohio 
















Increasing Term 
Grows With The Prospect 


This new life insurance plan automatically keeps 
pace with the buyer’s increasing value. 


The face amount stairsteps upward each year until, 
at the end of a 10 or 15 year term period, double 
the initial amount is available for conversion. 


Although the face amount grows, the premium stays 
the same. This level premium is low, too. 

Example: Under the 10-year plan, the rate for a 
25-year-old buyer of $10,000, that grows 

by $1,000 annually, is only $6.56 a month. 


This policy gives the buyer a unique advantage. 

He substantially and automatically increases his life 
insurance coverage over the years without any 
additional evidence of insurability! The buyer may 
convert the amount then in force at any time 
during the life of the policy, also without 

evidence of insurability. 


An up-and-coming prospect plans to be worth 
more tomorrow than today. Worth more to his 
family, employer, or to his own business. 


He wants insurance to grow with him. 
And Occidental’s Increasing Term does just that. 


OCCIDENTAL LIFE 


Insurance Company of California 
Home Office: Los Angeles / Earl Clark, C.L.U., Vice President 
(A MEMBER OF THE TRANSAMERICA INSURANCE GROUP) 





We pay Lifetime Renewals...they last as long as you do! 
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RENEWAL GUARANTY CORPORATION 7 
2323 First National Bank Bldg. * Denver 2, Colorado 
Gentlemen: Please send me complete, confidential 


‘details on your exclusive service. | understand | am NOT 
obligated in any way. 
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Expect Blacktord 
To Continue 
Uncontirmed 


LANSING—Predictions vary as to 
the Michigan senate’s probable action 
in connection with the unexpected re- 
appointment by Gov. Swainson of 
Frank Blackford as insurance commis- 
sioner. 

Most industry insiders had antici- 
pated that Mr. Blackford would fol- 
low his previously announced inten- 
tion of leaving the department Jan. 1 
to pursue his legal studies in Detroit. 
The new governor even had com- 
mented to that effect prior to taking 
office Jan. 1, but he announced Mr. 
Blackford’s reappointment with his 
first batch of choices for administra- 
tion posts. 

Mr. Blackford was first appointed 
two years ago by Gov. Williams to fill 
out the unexpired term of Joseph A. 
Navarre, Jackson attorney, who re- 
signed. He went unconfirmed by the 
senate, however, and the senate again 
failed to act on confirmation after Gov. 
Williams appointed Mr. Blackford for 
a full four-year term, expiring in 
October, 1963. The new appointment 
covers the same period. 

Senate Republicans, who retain the 
same topheavy majority that they 
enjoyed in 1959-60, are expected to 
show a similar disinclination to con- 
firm Mr. Blackford and some capitol 
observers are predicting a flat rejec- 
tion which would force a new appoint- 
ment. Others say that a change in 
personnel among the Republican sen- 
ators, with five of Mr. Blackford’s 
known political enemies removed from 
membership, may swing the balance 

in his favor. Some of Mr. Blackford’s 
fellow Democrats who hold senate 
seats are said to have strongly favored 
another candidate, however, and might 
seek to force the issue by lining up 
against him. 

Gov. Swainson, questioned about the 
appointment, called Blackford an “able 
administrator” who has “given the 
state highly commendable service” and 
he denied a rumored agreement to the 
effect that Mr. Blackford would remain 
in office only three or four months 
before yielding to another appointee. 
Mr. Blackford himself issued a state- 
ment to the effect that “being insur- 
ance commissioner has provided me 
with the most challenging assignment 












I have experienced in my 10 years in 
state government,” and expressing his 
“deep appreciation of the opportunity 
provided me by Gov. Swainson to 
remain in the public service.... ” 
He said he had “made no plans as to 
the length of my stay and the govern- 
nor imposed no limitations on my 
tenure. My immediate concern is to 
clean up some of the more pressing 
problems with which the department 
is confronted. At the same time my 
law studies have a high priority. 
Should commuting to law school (in 
Detroit) become burdensome, I shall 
follow through with my original plans 
to seek employment in the Detroit 
area.” 

The Michigan commissioner draws a 
$12,000 statutory salary. 


C. M. Moss Wrote Paper 


C. Malcolm Moss, counsel at the 
Chicago regional home office of Pru- 
dential, is the author of the paper on 
federal income tax snags in leasebacks 
which was summarized in the Dec. 24 
issue. The paper, given at the winter 
meeting of Assn. of Life Insurance 
Counsel, was attributed in error to 
“C. Malcolm Ross.” 








Hancock Elects Six 
New 2nd V-Ps; Twor! Fer 
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strong, director, farm mortgages; Effurope vw 
mer R. Benedict, associate actus periods o 
Merrill W. Kidman, director of distri@since the 

many anc 
gumber of 
and peopl 
life insura 
confidence 
cies. To 1 
the autho 
decided tc 
cal and 

build up 


Life Busi 




















































* I need |} 

Elmer K. Benedict Merrill W. Kidman _ = 
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agency administration; John G. Mg val i 
Elwee, assistant secretary and man cance 
ager of the debit contractual depar greatly be 
ment, and Thomas A. Walsh, under ite and 


writing director. Horace R. Baker an 
Harold van B. Cleveland, former a add that 
sociate counsel, are the new counsé 

At the same time, Ross E. Moye 
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John G. McElwee Thomas A. Walsh § twice as b 
vice-president, underwriting, hag But this | 
elected to take an early retirement beg fidence ir 
cause of disability. has not « 
Mr. Adams, the great-great grandg MSUrance 
son of the sixth President of thg Price Inc 
United States, joined the bond def Stadual. |] 
partment in 1947, and Mr. Armstrong @llar ha: 
has been active in the company’ the statis 
farm mortgage department field ani ‘e dolla 
home office operations since 1934. Mrf r the | 
Benedict, a fellow of Society of Acq ®rning h 
tuaries, has been with John Hancoc§ CUlation 
since 1949. Mr. Kidman, who joined "ality in 
the company as a district agent aj _ | think 
Chicago in 1936, held several manag) ‘0k intc 
erial positions in the field before going Slously, | 
to the home office in 1954 as a super) 9 8reat cz 
intendent of agencies. ful unde 
Mr. McElwee was appointed an ad! *cepted 
ministrative trainee in 1945, and sinceg Price inc 
then has held administrative posts in) °*!sted a! 
the planning and policy departments. feng bio 


Mr. Walsh has been on the under- 
writing staff since 1930. Mr. Baker, 
who joined the legal staff in 1951, was 
also assistant counsel. Mr. Cleveland, Be 
after serving as assistant director of 
te 
, 





research for the Committee for Eco- 
nomic Development, joined the con- 
pany’s legal staff in 1956. 
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The aid of the life companies in 
‘Bgpporting closer economic and finan- 
ial collaboration between the United 
atates and Europe was urged by Per 

sobsson, managing director of the 
rnational Monetary Fund, in his 
ik at the luncheon during the annual 
ting of Institute of Life Insurance 
4 New York. Following is an abridged 
sion of his talk. 


It is natural that those responsible 
for life insurance funds should concern 
ihemselves not only with the problems 
[safe and suitable investments from 
» accounting point of view, but also 
th the general trend of prices in 
order to determine whether or not 
there is likely to be any substantial 
2. Adam#change in the value of money. 
W. Arnf If we examine those countries in 
sages; Eifurope which have passed through 
actuamiyeriods of almost limitless inflation 
of distrigsince the last war—for instance, Ger- 
many and Italy—we find that for a 
number of years saving was unpopular 
and people almost ceased to take out 
life insurance policies, for they had no 
confidence in their national curren- 
ties. To restore monetary confidence, 
the authorities in these two countries 
decided to carry out very cautious fis- 
tal and credit policies, designed to 
build up substantial reserves. 


Life Business Abroad Better 
I need hardly tell you that they suc- 
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mark and the lira. There has been a 
revival in the business of the life 
insurance companies, which has been 
greatly beneficial from both an econ- 
omic and social point of view. I might 
add that the cautious fiscal and credit 
policies which these countries have 
pursued have not impeded economic 
growth. On the contrary, economic ex- 
pansion in Germany and Italy has been 
at a higher rate than in almost any 
other country. We have here very 
telling evidence that the objectives of 
monetary stability and economic ex- 
& pansion are in no way incompatible. 
There are a number of other coun- 
tries which have been spared the 
ordeal of galloping inflation, but which 
nevertheless have ‘had to submit to a 
fair dose of inflation, both during and 
since the war. For instance, here in 
the United States, prices are now fully 
twice as high as they were in the 1930s. 
But this has not really impaired con- 
fidence in the currency, and therefore 
has not curtailed the business of life 
insurance companies. Fortunately, the 
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~ price increases were, on the whole, 
nd de gradual. In the minds of the public, a 
nstron@ dollar has remained a dollar—even if 
ipany the statisticians do tell us that today 
Id ani the dollar is worth only 50 cents. But 
34. Mrf for the ordinary man who is busy 
of Ace earning his living, this statistical cal- 
ancock culation has not been an impelling 
joined reality in his daily life. 
ent aff 1 think that the ordinary citizen also 
nanag- took into account, perhaps subcon- 
going sciously, that the World War was such 
super-) 2 sreat calamity, such a vast and fear- 
ful undertaking, that it had to be 
an ad 2¢cepted that there would be certain 
sina price increases. And while shortages 
sts in) existed after the war, the people here 
ments} 1 the United States also accepted, I 
inder-) think, with a certain equanimity, the 
Saker, 
1, was 
eland, Be sure to read 
tor of 
Eco- we wr 
com! | “THE BACK PAGE 
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ceeded in restoring confidence in the 


Urges Life Insurers To Seek Closer 
Collaboration Between U. S., Europe 


continued rise in prices. 

As the years passed, however, and 
supplies became more plentiful under 
conditions of fully restored production, 
the public began to expect the author- 
ities to arrest inflation and restore the 
benefits of stable money. In this 
country, fortunately, price increases 
have become much less marked in 
recent years. Over the last two or three 
years wholesale prices have been 
practically stable, and the cost of 
living has risen by little more than 
1% a year. This stability has already 
had beneficial results, and I think it 
came in the nick of time, for there 
were certain signs of uneasiness in 
the minds of the public. 

The stability of world prices has 
been helped by the increase in the 
output of goods of all kinds, which now 
far exceeds the prewar production. 
There are plentiful supplies of fuel 
(both coal and oil), and of the whole 
range of raw materials and foodstuffs. 
More and more consumer goods are 
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available, and there is an increasing 
output of all kinds of tools and machin- 
ery. Transport facilities have been 
expanding, and freight rates are still 
low. At the same time, there is a 
greater willingness by the authorities 
to pursue cautious fiscal and credit 
policies. Inflationary financing of bud- 
get deficits is looked upon with dis- 
favor, and, in any case, long-term 
interest rates are no longer pegged at 
any artificially low levels. 

As far as the supply of goods is 
concerned, there is no reason to be- 
lieve that production will not continue 
to increase as a result of the large 
investments which have been made in 
practically all fields. Nor are there any 
reasons to expect any irresponsible 
reversal of financial policies, or such 
a “pushing up” of costs that prices 
must inevitably be raised. I would like 
in this connection to make three ob- 
servations: 

First, the very fact that we have 
not one currency in the world, but a 
number of countries with their own 
fiscal and monetary policies, consti- 
tutes a certain safeguard against in- 
flation. For given present ideas and 
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ADULT GROUPS 





This season, Prudential’s award-winning tel- 
evision series—‘‘THE TWENTIETH CENTURY” 
goes on-the-spot to show history before it 
happens. That’s the theme behind such 
dramatic and exciting programs as: “The 
College Panic”, “Minuteman”, “City Under 
the Ice”, “Sweden: Trouble in Paradise?”. 
And other significant shows on ‘‘THE 
TWENTIETH CENTURY”, every Sunday on 


CBS-TV. 


Prudential makes available to adult groups— 
on a free-loan basis—16mm motion picture 
prints of these and other “THE TWENTIETH 
CENTURY” shows. To obtain a print of this 
season’s shows, or any of the past “THE 
TWENTIETH CENTURY” programs, contact 
your local Prudential Agent or office. 





THE PRUDENTIAL 


INSURANCE COMPANY OF AMERICA 





LIFE INSURANCE « ANNUITIES « 
PROTECTION +» GROUP INSURANCE « 
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the mood of people, it is most unlikely 
that any number of countries would 
adopt inflationary policies at the same 
time. If one or two countries were to 
do so on their own, they would soon 
experience a deterioration in their 
balance of payments, resuiting in a 
reduction in their gold and foreign 
exchange reserves, and the likelihood 
is that these warning sizns would be 
heeded and that the proper corrective 
measures would be taken. 

Secondly, although a large country 
can have a greater influence on world 
prices than a smaller country, I think 
that for a number of reasons the 
United States alone can no longer de- 
termine the trend of prices on world 
markets. Indeed, I would go so far as 
to say that I believe that these trends 
are today largely determined by forces 
outside the United States. Western 
Europe imports about three times as 
much raw materials and foodstuffs as 
the United States, and most of the 
international commodity markets are 
situated outside this country. 

The United States is so largely self- 
sufficient that its influence on world 

(CONTINUED ON PAGE 20) 


| These“ THE TWENTIETH 

CENTURY” programs 
are now available 
in 16 mm prints 


| ADMIRAL BYRD— Join America’s 
foremost arctic explorer inhis histo- 
ry-making journeysto polar regions. 
| THE BERLINERS—The storyof acity 
torn by the silent fury of acold war. 
THE DOOLITTLE RAID — America’s 
first air attack against Japan's 
mainiand, 
OVER HERE—A different kind of 
battle, but a battie just the same. 
SUB KILLERS—The navy’s defense 
Strategy against the threat of a 
submarine attack. 
TRAFFIC JAM UPSTAIRS—How we 
tackle the growing danger of 
overcrowded airlanes. 
VIOLENT WORLD OF SAM HUFF — 
The physical and mental discipline 
of a big time grid star in football’s 
age of specialization. 
TARAWA—The proudest and bloodi- 
est day in Marine Corps history. 
DOWN RANGE—5-4-3-2-1. Follow 
the course of a U. S. test missile 
from “count-down to recovery.” 
PATTON & THE THIRD ARVY—Con- 
troversial story of the pistol-wear- 
ing General who was every inch a 
combat soldier. 
LA GUARDIA—The halcyon days 
when the “Little Flower” took 
New York by storm. 
THE MYSTERIOUS DEEP —Dissover 
the exciting and intriguing world 
beneath the sea. 
PARIS IN THE TWENTIES—The fas- 
cinating world of Hemingway, 
Stein and Paris. 
SABOTAGE—Revealing for the first 
time how the Danish underground 
operated before Nazi eyes. 
CRISIS AT MUNICH—Wr. Chamber- 
lain said, “There will be no war,” 
The rest is history 
THE WEEK THAT SHOOK THE WORLD 
—Prelude to World War Il. Eye- 
witness accounts with Edward R. 
Murrow and Eric Sevareid. 
THE FALL OF CHINA—Communism's 
greatest triumph since the Rus- 
sian revolution—the free world’s 
greatest defeat. 
POLAND ON A TIGHTROPE--A pene- 
trating look at life in Poland today. 
THE ADDICTED — The shocking 
story of narcotics addiction in the 
United States, 
REVOLT IN HUNGARY—Films of the 
Hungarian upr'sing, smuggled out 
from behind the ‘Iron Curtain.” 
WOODROW WILSON—The Fight for 
Peace — His battle for “The 
League of Nations.” 
TEDDY RODSEVELT—Color, excite- 
ment, charm of the Rough Rider. 
MAN OF THE CENTURY—The life of 
Winston Churchill. 
HIROSHIMA—The events that led 
to dropping the first atom bomb. 
THE NUREMBERG TRIALS—Nazi 
war criminals brought to justice. 
BRAINWASHING— Communist psy- 
chological techniques. 
MUSSOLINI—The rise and fall of 
a dictator. 
GANDHI—The life and work of the 
great spiritual, political leader. 
FOR—THIRD TERM TO PEARL 
HARBOR—The man, the events, the 
decision to run, 


YOU'LL ENJOY “THE TWENTIETH 
CENTURY” SUNDAYS, CBS-T¥ 
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Criticizes 2 Of Josephson’s Comments 
Made In Talk On Company Advertising 


The talk that Halsey D. Josephson 
made at the meeting of Gotham Group 
of Life Insurance Advertisers Assn. 
which was reported in the Dec. 31 issue 
of The National Underwriter has drawn 
critical comment from Lee Barrett, ad- 
vertising manager of New England 
Life. The meeting was addressed by 
Mr. Josephson and Ralph G. Engels- 
man, sales consultant in New York and 
former general agent there for Penn 


Mutual Life. Mr. Josephson is general 
agent at New York for Connecticut 
Mutual. They are co-editors of Probe 
fortnightly. Following is a slightly 
abridged letter written by Mr. Barrett 
to The National Underwriter: 


I’m not going to presume to respond 
to all of the Engelsman and Josephson 
probing on advertising, but you wind 
up with a couple of remarks by Mr. 


Josephson that cry for rejoinder. 

When he speaks of “banning all ad- 
vertising by individual companies” he 
leaves criticism for an attitude or 
philosophy, and I think the whole 
fabric of his criticism is left the 
weaker for it. Aside from that, though, 
he overlooks one of the prime reasons 
why a life insurance company—or any 
company—advertises: To help estab- 
lish, maintain; increase recognition for 
that company. 

Advertising is the one sure way a 
company has of going directly and 
regularly to the public with its mes- 








or" SECURITY PROGRAN Of 
Kegan 
ete Chee, 


2 


ie 
4d 


reed. 


= 
> 


: 
F ; 
ed 


ger 


COMPANY... 


F ield associates of ““The Key 
Company” know that selling is 
easier with the “Key to Security” 


personal 


programming service. 


They know that it opens doors, 
holds and builds interest, and 
closes sales. They know, too, 
that it results in greater amounts 
and larger premiums with better 


persistency. 





The “Key to Security” is just 
one of the many reasons why 
Equitable Men know they can 
grow with “The Key Company.” 


Equitable Life 


of lowa 


FOUNDED 1867—DES MOINES 





january 


January 14, is 
sage. Life insurance companies are €7UCT c 
more similar than banks or supe 
markets. How well would the punpnclud 
(and the economy) be served if ea Appo!l 
industry agreed to advertise only , Several 
: he 

an industry basis? to the of 
Graded vs Non-Graded Plans py Guarc 

The fact that one life insurance cog Herma 
pany advertises volume discount po president 
cies and another does not is a gogvice-pres 


case in point. And they may both off 
such policies yet each may differ f 
the other significantly. In any ca 
Mr. Josephson is against disco 
policies. I understand and respect 
point of view, but I’m sure he kno 
damn well that such policies were 
created to make ads out of. 
Why does he imply as much? 
should not criticize advertising 
informing the public about ce 
life insurance coverages which a giv 
company is offering to the public.| 
the company should not have crea 
such a policy or if, having obtaing 
authorization for it, it should not aj 





vertise it, that’s another matter. It is Four ‘ 
matter of management _philosophg receive 
judgment and decision. It has nothig Gerald § 
to do with whether or not the adveg health i 
tising of a life insurance companyg 2nd vice 
coverages is a valid function. retary; | 
You quote Mr. Josephson finally g presiden 
saying, “I wonder why you all dug J. Burre! 
the most important observation I hg insuranc 
to make, that is, who’s going to p Park 
for the advertising of the cheaper-by S. . 
the-dozen policies?” I can apprecia gece, i 
that advertising men might have tro dent, . 
(CONTINUED ON PAGE 19) Kight, } 
promote 

i i mortga, 
Marvin Resigns NIA T. > 


Executive Director Post 

Murray J. Marvin, executive directs 
of National Insurance Assn., has 
signed his post and will leave 
svon as a replacement can be employe 
and trained. A committee has beg 
appointed by association presider 
Virgil L. Harris, Protective Industri 
of Birmingham, to interview candidate 
and to submit recommendations {| 
the board at the midyear conferen 
in Denver, Feb. 27. 

Mr. Marvin and his wife, Delore 





were hired 10 years ago to form th George 
associations’ first national office, an : 
at the 40th annual convention las _ 
year in Detroit much public credit seq ‘ 
given to the Marvins for the fir een i 
standing NIA now holds within th sag 


insurance business. 


Russell Steger To Address 
Washington, D. C., Agents 


Russell W. Steger, general agent @ 
New England Life, will be the speakei 
at the luncheon of District of Colum 
bia Life Underwriters Assn., Jan. 1 
Mr. Steger’s speech is titled “Are You 
a Life Insurance Man?” 

At the same meeting, the associa 
tion’s Wilner award will be made. 


Lutheran Brotherhood GAs Meet 
Lutheran Brotherhood’s 69 generé 
agents this week are attending an ad: 
vanced school and conference on th 
technical aspects of fraternal life inj 
surance and related fields at the hom 








office. Besides the fraternal’s office ay 
speakers include D. R. Bertermant] from | 
executive director of Lutheran Church}  g9ynse 
Missouri Synod Foundation; Dr. C. W pensior 
Cannon, Minneapolis industrial psy Rust, : 
chologist; V. M. Goldberg, Mutu: 

Benefit Life general agent at Garde mer a; 
City, N. Y.; and Kenneth Anderso§ eoast a 
and H. M. Frederickson, Minneapollf agenci 
attorneys. Foster Farrell, secretary Thre 
treasurer of National Fraternal Cot} officer 


gress is the dinner speaker. 
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uardian Promotions 
nclude Four Officers 
ippointed 2nd V-Ps 


Several changes in and promotions 
to the officer level have been made 
py Guardian Life. 

lrance cog Herman H. Bijesse, assistant vice- 
scount pogpresident, has been appointed 2nd 
_ is a gogvice-president, policy benefits; Gerald 
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tter. It is Four of Guardian Life’s officers to 
hilosophy receive promotions are, from left, 
as nothig Gerald S. Parker, 2nd vice-president, 
the adveg health insurance; Harley H. Kight, 





and vice-president and mortgage sec- 
retary; Herman H. Bijesse, 2nd vice- 
president, policy benefits, and William 
J. Burrell, secretary and counsel, group 
insurance. 
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S. Parker, secretary of A&H insur- 
ance, has been named 2nd vice-presi- 
dent, health insurance, and Harley H. 
Kight, mortgage secretary, has been 
promoted to 2nd vice-president and 
mortgage secretary. 

T. Robert Wilcox, secretary of the 














T. Robert Wilcox 


George H. Paldi 


group department, becomes 2nd vice- 
president, group insurance, and Wil- 
liam J. Burrell, assistant counsel, is 
promoted to secretary and counsel, 
group insurance. George H. Paldi, for- 
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Promoted to new posts and given 
officer status by Guardian Life are, 
















‘hurel from left, Agnes S. Hunt, assistant 
hurd] counsel; Harold A. Clark, manager, 
1 psy. Pension planning, and Eleanor de F. 


Mutual Rust, assistant to vice-president. 


Gardet 
\dersoh 
eapoli 
retary: 
| Con 





mer agency director for the Pacific 
coast area, is named superintendent of 
agencies. 

Three Guardian employes achieved 
officer status as a result of their ad- 
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vancement. Harold A. Clark, pension 
trust manager, is promoted to manager, 
pension planning; Eleanor de F. 
Rust, administrative assistant in the 
planning department, is appointed as- 
sistant to vice-president, and Agnes 
S. Hunt, senior attorney, becomes as- 
sistant counsel. Mrs. Hunt and Miss 
Rust are the first women to achieve 
officer status with the company. 


Ohio Department To Plug 
For VA Enabling Legislation 

The Ohio department will recommend 
a change in the investment laws at the 
next legislature to give domestic life 
companies the right to accumulate by 
separate funds such investments as 
may be required to issue variable an- 
nuity contracts. 


Lite-Mutual Fund Plan In Utah 

Surety Life of Salt Lake City has 
arranged with Hamilton Management 
Corp. of Denver for a joint program of 
insurance and mutual fund share sales. 
The program involves offering an in- 
surance policy in which Hamilton fund 
shares are bought to help pay for the 
insurance. 
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New England Life Film 
Shows Company’s Broad 
Investment Portfolio 


New England Life’s new 28-minute 
color movie, “Assignment America,” 
which illustrates the wide range of 
one insurance company’s financial port- 
folio, made its debut on a series of 
telecasts over 50 stations throughout 
the country. 

The film, which is designed to show 
the vital role life insurance premium 
dollars play in the economy, is being 
distributed nationally to civic, business 
and church groups. The story line of 
the film covers, among other things, 
the first trip of an ore boat out of 
the Great Lakes in spring, drilling for 
off-shore oil, logging in the Pacific 
northwest and building a giant dam 
in Idaho. 

These scenes, and many other in- 
teresting and unusual ones depicting 
a nation at work, all represent some 
form of New England Life’s invest- 
ment. They show graphically how in- 
vestment of premium dollars enables 
industry to expand and modernize 
its facilties, allows federal, state and 


oS AR lin 





This shield is the emblem 
of security for the owners 


of more than 8,000,000 


National Life policies now 


in force. 






local governments to improve their 
services to the public, and provides 
jobs for millions of people. 

“Assignment America” was in pro- 
duction for more than a year. Since 
New England Life’s holdings, like 
those of other life companies, are 
scattered across the country, camera- 
men from the Bay State Film Co., pro- 
ducers of the film, traveled more than 
40,000 miles to complete their assign- 
ment. 

This is the second color movie New 
England Life has sponsored. Four years 
ago the company’s “New England Por- 
trait” was introduced nationally. Since 
that time, this earlier film, which 
shows the progression of the six-state 
New England area through the four 
seasons, has been seen by a television 
audience estimated at 33 million view- 
ers and an additional 500,000 people 
at civic gatherings. 


Weber Nebraska Actuary 
David P. Weber has joined the Ne- 
braska department as actuary. He 
studied actuarial science at University 
of Nebraska and has been in private 
industry for the past 15 months. 
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FieNATIONAL UNDERWRITER 


Recommends ‘Internship’ Period 
For Screening College Seniors 


Use of an “internship” training pe- 
riod for college seniors interested in 
an insurance career was discussed by 
Burl M. Abel, associate professor of 
finance at Texas Technological College, 
at the annual meeting of American 
Assn. of University Teachers of In- 
surance at St. Louis. 

The purpose would be to familiarize 
the students with the operations and 


procedures of a life company or agency. 

Such a program would give a senior 
an opportunity to come to a decision 
as to entering the business or satisfy 
himself that the life insurance career 
would not interest him. The basic el- 
ements of the program would be 
equally applicable to one who might 
wish to enter the property and casu- 
alty side. The internship lasting for a 


full semester would be of greater ben- 
efit if taken in the student’s last se- 
mester in school, Mr. Abel pointed out. 
During this learning-on-the-job pe- 
riod, pre-contract training could be 
completed and an agent’s license ob- 
tained. Much consideration should be 
given to the student chosen by the 
faculty and a coordinating committee 
of participating general agents within 
the immediate area. The student should 
be tested thoroughly and should have 
shown a real interest in insurance. 
The student should have already in- 


dicated ability to make superior 
(CONTINUED ON PAGE 23) 





One of a series of John Hancock advertisements appearing in national magaziries. 
Each of these advertisements tells the story of a great American. All express our belief in the 
importance of freedom. ..in the dignity of all Americans...and in the greatness of our country. 
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we didn’t have it. 


MAYBE YOU THINK a man shouldn't raise 
his voice above the others. Maybe you think 
he shouldn't hammer home his beliefs. 
General Billy Mitchell thought he should. 
He was a man who would pound home an 
issue until a whole nation felt it, and the 
issue he pounded hardest was our lack of 
airpower. He gave a lifetime to that one. He heard the sound 

of airpower rising and growing and he never let anyone forget 


He said it everywhere he could and every way he could and then 
after the war he sank a great battleship from the sky, first time ever, 
to show our people what he meant. He never called quits, even 
when he was court-martialed. He figured losing a career 

was worth it, if the truth would wake the country. 

He was inventor, strategist, aeronautics genius, pioneer air leader 


& q : | a : # i " 
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He heard an 


had been fighting for. 


MUTUALJ LIFE 





ew thunder in the sky... 


in World War I—but more than all that he was enterprise and 
courage and raw determination riding hard between wings. 


It took Pearl Harbor to say what Billy Mitchell had been saying all 
along. Then they honored his memory and made true what he 


You look back and you think how Billy Mitchell didn’t win his 
airpower, really, before he died. But he let us see again the power 
of American character when it’s aroused and angry. He said 

I am free, I speak, I fight, and he carried high once more the 
independence that has made us what we are. 
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Watts Hill Jr. Named =| MARKET! 
President Of Home No N 
Security Life (Durham) 

G. Watts Hill Jr., executive vice h ] 
president of Home Security Life e 
succeed Bascom T. Baynes, who hi 
retired. . Prod 
of Home Security, has been a membem, sharp lin¢ 
of the company’s finance and managekhe market 


Durham, has been elected president 
Mr. Hill, whose father is chairmagy Marketin 
ment committee since 1951 and a dishe marke’ 

























rector since 1954. He was vicefwarren N. 
president of the Durham Bank & Trusfq. C. Niels 
Co. before joining Home Security igmeeting of 


1958 as assistant to the president. sity Teach 
Mr. Baynes has been president ofst. Louis. 
the company since 1939. He joineg In his ac 
Greensboro Life in 1927, later bedof the The 
coming its president. This companygoods to t! 
merged with Home Security in 193@Mr. Cordel 
and three years later he was namefgresearch p 
executive vice-president. Mr. Baynegcerned wit 
will continue serving as a director ofof the proc 
Home Security. as interest 


Cedar Rapids Life Ass coe! 


in recogni: 
Holds Panel Discussion 


tangible 0 
et, 
The December meeting of Ceda ne 
Rapids (Ja.) Assn. of Life Underdthe rather 
writers consisted of a panel session{ purchaser: 
geared to inform life agents of thd@and that 
value and need for the cooperativdare intan; 
services of an attorney, tax man, tr Mr. Cor 
officer of a bank and an accountant{jn drawir 
in serving their clients’ best interes perience i 
Raymond Ashlock, Connecticuff sumer pr: 
General Life, was moderator, and par4the marke 
ticipants were Frank Ruhl, trust officer} difference 
Merchants National Bank; Donaldother pro 
Schmidt, of McGladrey, Hanson &fignored. 
Dunn, accountants; Thomas Pirnie off Historic 
the law firm of Barnes, Wadsworth§ conditions 
Elderkin, Locher & Pirnie, and J. ¢ 
Stuhr, National Life of Vermont 
Messrs. Ashlock and Stuhr are CLU; 
and Mr. Schmidt is a CPA and an 
attorney. 
















Need Professional Approach 


Mr. Stuhr pointed out the need 
for a professional approach in solving 
estate problems and how cooperation 
between the various professions in- 
volved is essential to the client being 
well served. He read the CLU pledge 
for such service and concluded on the 
note that “you can’t hurt your case 
by consulting with these experts and 
you have the assurance that your 
client has been served intelligently 
and effectively.” 

Mr. Pirnie discussed the need for 
legal advice where life insurance is 
integrated with wills and trusts, where 
partnerships and corporations use life 





insurance to fund agreements, stock} 7 i. ~ 
retirement, profit sharing trusts, etc. AARQG 

Mr. Ruhl said a bank’s trust de-§ sons 
partment is an adviser, administrator 
and manager of property, its functions 
are wide and varied, fees are reason- 
able and much advice is given after- 
wards without fee. 

Mr. Schmidt observed that the ac- T 
counting firm forms a part of the team , 
and is geared to handle the technicali- 1n 
ties of the financing end and assists ; 
in avoiding unfortunate complications In 
not always immediately apparent. d 

Questions from the floor were num- , 
erous at the well attended meeting. v 
Ohio State University Slates le 


Annual Conference For March 9-1 

Ohio State University will hold its 
annual insurance conference March 
9-10. The meeting is divided into risk 
management, life and agency manage- 
ment, and fire and casualty. A feature 
of the meeting is the annual induction 
luncheon of the Insurance Hall of 
Fame. 
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MARKETING MAN ON INSURANCE: 
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Marketing men see no reason to draw 
sharp line, or any line at all, between 
e marketing of tangible products, and 
e marketing of intangible services, 
arren N. Cordell, vice-president of 


. & Tr . C. Nielsen, stated before the annual 
curity iymeeting of American Assn. of Univer- 
nt. sity Teachers of Insurance meeting in 
sident fst. Louis. 


In his address, entitled “Application 
f the Theory of Marketing Tangible 


research practitioners are vitally con- 
cerned with the unique characteristics 
of the product being sold, they are just 
as interested in recognizing differences 
between tangible products as they are 
in recognizing whether the product is 
tangible or intangible. 

In fact, some of the great progress in 
marketing and advertising stems from 
the rather fundamental realization that 
purchasers are seeking satisfactions 
and that in this sense all purchases 
are intangible, he said. 

Mr. Cordell remarked, however, that 
in drawing upon the marketing ex- 
perience in the field of tangible con- 
sumer products in order to improve 
the marketing of insurance, important 
differences between insurance and 
other products or services cannot be 
ignored. . 

Historical patterns, restrictions, and 
conditions present in the insurance 


rector 


) [No Need To Draw Line Between 


business must be dealt with, he said. 
Insurance marketing operations must 
cope with governmental regulation, 
historical conservatism, complexity of 
transaction, and inclination for inter- 
nal analysis instead of consumer re- 
search. 

Insurance is thus distinctly different 
in many ways, Mr. Cordell stated. In 
fact, tangibility is only one of many 
product differences that need to be 
kept in mind in appraising marketing 
operations. 

The speaker compared the char- 
acteristics ofginsurance with non-dur- 
able goods as follows (the first char- 
acteristic given in each example refers 
to insurance): Nature of product (in- 
tangible, tangible); frequency of pur- 
chase (low, high); unit expenditure 
(high, low); satisfaction to purchaser 
or consumer (indirect, direct); pur- 
chaser’s knowledge of product and its 
advantages (low, high); current utiliza- 
tion of advertising (low, high); distri- 
bution cost (high, low); contribution to 
social status (low, high); importance 
of legal controls (major, minor) im- 
portance of product inventory levels 
and costs (nil, minor), and ability or 
opportunity of consumers to appraise 
quality of product (poor, high). 

Mr. Cordell said such a summariza- 
tion clearly points to the fact that 
changes possible and beneficial for 
selling tangible low cost items pur- 
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chased frequently may not be appli- 
cable, or require considerable modifi- 
cation, to be of value in the sale of 
high priced, low purchase frequency 
intangibles. 

In suggesting, nevertheless, that 
insurance companies draw upon the 
experience of successful marketing 
approaches in the field of tangible 
consumer products, Mr. Cordell said 
he was not overlookng the already 
successful marketing practices of in- 
surance companies, but, rather, was 
emphasizing the need for increasing 
the degree to which these new mar- 


keting ideas are utilized; use of more 
formal marketing plans, and improve- 
ment in planning for changing mar- 
keting conditions and opportunities. 
Trends toward adoption of success- 
ful marketing and advertising prin- 
ciples pioneered by tangible product 
manufacturers may be observed in the 
current operations of the more aggres- 
sive and leading insurance companies, 
Mr. Cordell opined. Since these market- 
ing principles are based upon basic 
human characteristics and desires 
common to the purchase of both in- 
(CONTINUED ON PAGE 18) 





qualifications:. 





TAKE FULL MEASURE 
OF THE COMPANY YOU SEEK 


NUMEROUS life insurance companies can boast of particular strong points and 
advantages. When embarking upon a General Agency career, your future will be 
happier and more rewarding if the company you select can "measure up" to these 





Earning Potential Protective Life's General Agents Agreement provides top 
commissions, overriding commissions, vested renewals, service fees and a liberal 


t your expense arrangement. 
igen place on Sagan 
Competitive Position Protective Life meets competition on all forms of Ordin- 
ed for ary Life policies, both Par and Non-Par, and on all types of Group Insurance. 
ince is 
where Stability Protective Life has $114.43 of resources for each $100.00 of liabilities. 
ise life 
stock 1 Progressiveness Protective Life has an 
ts, ete. im Audio-Visual Selling Program, Quantity Dis- 
St de smmmmneiiiae mma, i count premium system, and writes such 
strator Y “special” coverages as Disability Income and 
nctions Guaranteed Insurability. 
aa Reputation Protective Life is now in its 
53rd year of successful operation, has more 
? 4 ? than a billion dollars of life i in f 
i. The answer in part may be seen in the amount of life anh diols su “Geaas ttl eaten 
nicali- insurance he himself owns — More than $100,000 — or pit tae i for the: casting of 
assists ‘ oa _ 
rations in the amount he sells — over three quarters of a million Opportunity General Agency opportuni- 
aul dollars per year. ties unlimited throughout the Southeast for 
veting experienced Agents doing well in life insur- 
Who is the man? He is the composite of Fidelity’s 75 — Le ao 
h 9-1 leading producers for last year. Your inquiry is invited. 
March \ 
isk 
nag Phe PMOENTY WERE PROTECTIVE LIFE coin pany 
sti L i F E IN 5 u R A N C E C 0 M P A N ¥ Col. William J. Rushton, President P y 
1 of PARKWAY AT FAIRMOUNT AVENUE, PHILADELPHIA, PA. F : : 
ll o BIRMINGHAM, ALABAMA 
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nounced it would use the proceeds to State Mutual Life and before that was 
North Central Co. Sets branch out into the mutual fund, fire with Business Men’s Assurance. 
Up Life-Mutual Fund and casualty and other insurance fields. North Central Financial Planning 
Incorporated earlier this year, it is the Corp. has been organized by North 
Sales Program parent company of North Centrai Life. Central Co. to develop and sell integrat- 


, North Central Co. will offer life ed investment and protection programs 
James G. Smith has been named to insurance and a choice of a few top of life insurance combined with mutual 
the newly created position of sales performing funds as the first step in a fund investments. 
manager of mutual funds for North josram designed to offer a combined While a new sales force will be 
Central Co. of St. Paul. He will develop insurance and investment service. North created for North Central Financial 
a program for package selling of mu- Central Co. plans eventually to form Planning Corp., the insurance-mutual 
tual funds and life insurance and will or acquire its own fund. fund package program will also be sold 
select and train the sales force. Mr. Smith is a past president of Min- through the present sales force and 
North Central Co. recently com- nesota Assn. of A&H Underwriters. He agency organization of North Central 
pleted a $1 million stock sale and an- has been Minnesota general agent of Life. 











The Team Behind 
the Kansas City Life 









me Ne kre ne ee ee 


Bmw ve ponnanee 
Yreun 
CLORE CORPORATIAN 


Me tie 


Just as a key man in a We, at Kansas City Life, 


football game cannot have long been aware 
run for a touchdown f) of this. Our agents are 
without the strong : provided with a com- 
blocking assistance of plete training program, 
the line, so an insurance\ as well as sales aids 
agent cannot do his best designed exclusively for 
job without the solid block- them ...one more evidence 
ing of the Field Training of the fact that at Kansas 
and Sales Promotion divi- City Life the agent is 


sions of his home office. Key Man. 





IANA CUTTY LURE CGwrany 


Home Office / Broadway at Armour / Kansas City, Missouri 





Represented in 41 States and the District of Columbia 
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Northwestern National 
Employes Honored By 
Community Chest 


Employes of Northwestern Nation 
Life have received a special plaqy 
for outstanding community service 
a result of their part in Minneapo 
United Fund campaign. | 

The 640 home office employes co 
tributed a total of $13,859 for an ave 
age of $21.91 per capita. The total wal 
$1,001 greater than that for the pre 
ous year. Kenneth Wunsch, director 
public relations and advertising, 
chairman of the campaign. John 
Pillsbury, president Northwestern 
tional, was chairman of the admis 
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sions and allocations committee f@ 6, Frank 
the city-wide drive. 
— At th 
LOMA Distributes New Burks w: 
company 
Roster: Two Companies zl of th 
o. an 
Added To Membership tor since 
The 1960-61 roster of Life Offiq Mr. Cl 
Management Assn. has been distripf 1949 as 
uted to member companies. The 6yf Vice-pres 
page directory lists members alpha! 1951. 
betically and geographically and give he was — 
the names of their presidents, pring 2nd the 
cipal officers and educational rep Co. A C 
sentatives. It also contains the name Roanoke 
and company affiliations of the as: 
ciation’s officers and directors, detailf Recom 
the functions and the members of isabil 
standing and special committees, Dis 
also includes the names of LOMA§ BALT! 
executive and administrative staff. | the repo! 
Two more companies were admitteg medical : 
to membership in LOMA at a receng ministrat 
meeting of the directors, bringing tots provisior 
membership to 390 companies, a gaig Departm 


of 24 during 1960. New members 
Provident Indemnity Life, Norri 
town, Pa., and Valley Forge Lif 
Reading, Pa. 


Slate Sales Congress For 
Indiana Health Week 


“Voluntary Health Insurance Week’ 
will be observed by Indiana Healt 
Underwriters Assn. Feb. 13-17. Kick 
off event will be a sales congress i 
Indianapolis Feb. 13, featuring Inter 
national President Kenneth Stoake 
Loyal Protective, Los Angeles. 

Others on the sales congress pro 
gram will be Jack Rawles, vice-presi 
dent Lincoln National; Earl Denman 
Pacific Mutual, Cincinnati; and Wil 
liam Gove, noted sales speaker. Con 
sideration is also being given to @ 
“information please” panel of rep 
sentatives from the medical socie' 
and hospital association, according ti 
W. Harold Petersen, Underwriters Nz: 
tional, state president. 





General American Life Retains 
Personal A&S Dividend Scale 


General American Life reports it 
dividend scale for personal A&sS plan 
wili be continued in 1961. Particular] 
favorable experience with the busines 
and professional men’s income protet- 
tor, a disability income plan with a @l 
or 90 day waiting period, has resulted it 
continuance into the sixth year of tht 
10% dividend. 













Reaches $100 Million In Force 

United American of Atlanta ha 
passed the $100 million mark of lift 
insurance in force. This goal wai 
reached in less than five years from 
the time the company was organize( 
and without the benefit of the mergé 
or consolidation. 
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. F. Clement Elected 
Shenandoah President, 
Burks Named Chairman 


G. Frank Clement, executive vice- 
president of Shenandoah Life, was 
elected president 
of the company at 
a meeting of the 
directors in Wash- 
ington, D.C. Mr. 
Clement was also 
elected a director. 

He succeeds the 
late Paul C. Bu- 
ford who died in 


August and be- 
comes the fifth 
president in the 


44-year history of 
the company. 

At the same meeting, Martin P. 
Burks was elected a chairman of the 
company. Mr. Burks is general coun- 
sel of the Norfolk & Western Railway 
Co. and has been a Shenandoah direc- 
tor since January, 1960. 


G. Frank Clement 
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Mr. Clement joined the company in 
1949 as manager at Roanoke, becoming 
vice-president in charge of agencies 
in 1951. Before joining Shenandoah, 
he was with Jefferson Standard Life 
and the Norfolk & Western Railway 
Co. A CLU, he is past president of 
Roanoke Life Underwriters Assn. 


Recommendations On OASI 
Disability Now Available 


BALTIMORE—A booklet covering 
the report and recommendations of the 
medical advisory committee on the ad- 
ministration of the OASI disability 
provisions has been published by the 
Department of Health, Education & 
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Welfare. It may be had from the su- 
perintendent of documents, Govern- 
ment. Printing Office, Washington 25, 
D. C., for 15 cents a copy. 

Most of the booklet is on the com- 
mittee’s recommendations and related 
bureau practices. Headings are proof of 
disability and sources of medical evi- 
dence; the medical report; responsibili- 
ty of state agency review teams; dis- 
ability evaluation guides; the effect of 
disability policies on incentives to 
work; interpreting the disability pro- 
vision to professional and other groups. 


Grubbs or President 
Of Fidelity Title Ins. Co., 


New Nebraska Company 


William E. Grubbs, outgoing Ne- 
braska insurance director, has been 
named president of a new Nebraska 
company—Fidelity Title Ins. Co. 

Articles of incorporation and appli- 
cation for license have been filed for 
the company, whose main purpose will 
be the issuing of title insurance poli- 
cies and accessory title services. It has 
an authorized capital stock of $500,000. 

Other officers include Sidney H. 
Sweet, executive vice-president; Ben- 
nett S. Martin, treasurer, and Edward 
M. O’Shea Jr., secretary. Edward T. 
Gardner, with 20 years in the title 
insurance business, has been named a 
vice-president and will act as special 
consultant. 


Program Announced For 
Arizona I-Day Feb. 18 


Problems of property and life insur- 
ance will be studied at the annual Ari- 
zona Insurance Day Feb. 18 at Univer- 
sity of Arizona, Tucson. The I-Day 
conference, as previously, is sponsored 
by the university’s college of business 
and public administration. 

Appearing on the program will be 
Director Joseph S. Gerber of Illinois; 
T. S. Burnett, president Pacific Mutual 
Life; William J. Braddock, president 
Mid-Century; Edwin T. Golden, New 
York Life agent at San Francisco; R. 
C. Oram, insurance manager of Inter- 
national Business Machines Corp. at 
Los Angeles; Wilbur S. Marshall, 
Northwestern Mutual Life agent; Rob- 
ert A. Rennie, vice-president Nation- 
wide Mutual; Earl Smyth, Los An- 
geles agent; and Robert W. Osler, 
president Underwriters National. 

Banquet speaker will be Federal 
Trade Commissioner Robert T. Secrest, 
and Arne Fougner, president of Chris- 
tiania General, will address the lunch- 
eon. 


Harrison Heads Zone 5 


Commissioner William A. Harrison 
of Texas has been elevated to chair- 
man of Zone 5 of NAIC. He was elected 
vice-chairman at the New York meet- 
ing of NAIC with the understanding 
that he would succeed William Grubbs 
of Nebraska should Mr. Grubbs be re- 
placed. 


Northwestern Nail. Has Record Dec. 

Northwestern National Life’s ordin- 
ary sales in December set a new com- 
pany record. Total sales were $16,038,- 
000 which exceeded the company’s 
best previous December in 1958. Sales 
of group life in December were $14,- 
845,000, for a total of $30,883,000 in 
ordinary and group. 

Perpetual National Life -has three 
new policies: A 20 payment life, a life 
paid up at 90 and a life paid up at 65. 


Gravengaard To Run 
Pittsburgh Business 
Insurance Seminar 


H. P. Gravengaard, vice-president of 
the National Underwriter Co. and 
executive editor of the Diamond Life 
Bulletins department, will conduct a 
half-day seminar Jan. 19 at the Roose- 
velt Hotel ballroom in Pittsburgh, un- 
der the auspices of the Pittsburgh Life 


Underwriters Assn. He will cover 
business insurance. 
This is Mr. Gravengaard’s third 


appearance before the Pittsburgh as- 
sociation, and a capacity audience is 
already indicated. This meeting will be 
more comprehensive than the others. 
The theme is “Ideas that Sell Business 
Life Insurance” and will cover sole 
proprietorships from 9 a.m. to 9:40; 
partnerships from 9:50 to 10:30; closed 
corporations from 10:40 to 11:20, and 
key-man and special plans from 11:30 
to 12:30. ; 

The seminar will consider the seri- 
ous problems of modern business that 
can be solved by life insurance, present 
case studies and practical solutions. 








“Hal, when you 
chose our 
reinsurer, .. 

you were on 
the soundest 


6 

Wer. I've been hearing good things 
about North American Reassurance from 
the rest of the staff, but I’m specially in- 
terested in your ‘medical’ opinion, Bill.” 

“Just take this Rating Manual they gave 
us. The most complete, authoritative life 
manuat I’ve seen... like having the best 
informed GP at your side.” 

“Glad to hear it. Each of their ceding 
companies gets one, and | understand 
North American Re does a bang-up job of 
keeping the manual updated. Anything 
else impress you?” 

“Yes—their medical underwriting capa- 
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bility is not only broad, but deep. After all, 
assessing unusual or combination risks is 
the toughest part of medical underwriting. 
Their staff and consultants are helpful to 
us because they're exposed to so many 
and varied substandard risks. For example, 
look at these papers published by North 
American Reassurance. They really know 
heart disease from the standpoint of 
insurability.” 

“| see what you mean. You know, | 
think their reinsurance services are what 
they are partly because that’s the only 
business they're in... and | like that. By 
the way, I’d like to borrow these cardio- 
vascular and coronary papers to read.” 


“O.K.—but | want them back 
for our medical library 
soon as you're done.” 


Right. These four papers, written in whole or in part 

by Dr. Harry E. Ungerleider, Consulting Medica/ 

Director of North American Reassurance Company, 

should be in the medical library of every life company. 

e Insurability in Cardiovascular Disease 

e Newer Horizons in Medical Underwriting 

© Long-Term Prognosis and Insurability in Coronary Heart Disease 
e Life Expectancy and Insurability in Heart Disease 


Would you like a copy of each? Simply address: 


NORTH AMERICAN 
REASSURANCE COMPANY 
161 East 42nd Street, New York 17, New York 


Regional Offices 
230 North Michigan Ave., Chicago 1, III. 
1509 Main Street, Dallas 1, Texas 
400 Montgomery St., San Francisco 4, Calif. 


Reinsurance Exclusively 
ACCIDENT & SICKNESS e 


GROUP 
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Northwestern Mut. Sales Best Ever: Slichter 


(CONTINUED FROM PAGE 2) 
tematic accumulation of cash reserves 
by the policyholder year by year. 

“It is no answer to say that cash 
values are guaranteed, whereas stock 
prices and real estate prices are not. 
This overlooks much broader consid- 
erations: the difference between own- 
ership and non-ownership of property, 
the difference between equity and debt. 

“The argument is made that by bor- 
rowing the premium and getting a tax 


deduction on the plan you can buy your 
insurance at half price—or buy twice 
as much insurance for the same price. 
If this is true for life insurance, it 
should be equally true for the pur- 
chase of securities or real estate. It is 
significant that no responsible segment 
in the securities business has urged a 
return to the days of the 10% margin, 
even though under such a margin the 
investor could ‘buy’ 10 times as much 
stock, and the broker could make 10 
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times as much on commissions. 

“Nor has anyone seriously advocated 
the abolition of the amortization re- 
quirements on real estate mortgages, 
or developed a plan under which a 
home owner could borrow the increase 
in equity following each installment 
payment on his mortage. Under such a 
scheme a buyer could purchase more 
expensive property, receive a larger 
tax deduction because of his higher 
interest payments and the real estate 
broker could make a larger commission. 

“The reason these moves are not 
advocated is simple: These people 













LIFE INSURANCE IN FORCE’ 


December 31, 1958 


ONE OF THE 
PDyeslors 
GROUP 





MINNEAPOLIS 


$ 
1959 
1960 


*|ndividual policies 


$ 78,807,000 
$301,654,000 


1,890,000 





in the Investors Group, we believe that every individual should have a well balanced program, the 


four cornerstones of which are: 


1. A cash reserve—money immediately available for emergencies. 


2. Ample life insurance. 


3. A long-term, self-obligated plan to build small regular payments into a significant estate. 


4. Mutual funds—a share in America. 


The Investors representative is helping his clients in 47 states and the District of Columbia to build 
such well-balanced programs through life insurance, face amount certificates and mutual funds. 


Chorestors SYNDICATE LIFE INSURANCE AND ANNUITY COMPANY 


Investors Building, Minneapolis, Minnesota 


A wholly-owned subsidiary of pavestors Diversified Services, Inc. 
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learned their lesson the hard way; 

Life insurance may be bought }b 
payment of a single premium but mo; 
people buy it on the installment play 
that is, by the payment of annual 
more frequent premiums, Mr. Dinee 
pointed out. Their equity in the poli 
goes up with each payment. 

“The argument is sometimes made! 
he said, “that since a home or a Car} 
purchased with borrowed money, the 
is nothing wrong with borrowing mone 
to buy life insurance under the ma 
gin plan. However, this overlooks 
basic difference: In the purchase of 
home or car, an installment payme 
reduces the debt and increases th 
equity. But under the margin pla 
you borrow the installment, create } 
increase in equity, and increase th 
debt! 


How They Succeeded 


Mr. Dineen was followed on th 
program by a panel of producers, ead 
of whom explained, “How I Got 0 
the Ground.” Panelists included Emi 
E. Deneault Jr., Greenfield, Mas 
Gerald N. Gilberg, New York; Danig 
W. Crowley, Simsbury, Conn.; Cliffo 
B. Tracy, Greensburg, Pa., ap 
Glade E. Cook, Utica, N.Y. 

C. Robinson Fish III, Boston, thy He has 
speaker at the friendship luncheog 828°5 2D 
said that producers should keep in min A 
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charge 0 


that advanced underwriting is simplg the bond 
the result of the agent’s creative think§ VICe-Pre 
ing coupled with actuarial genius. Bug J" ! 
he said, advanced or otherwise, thg in the bo 
fundamentals of life insurance remaig ‘0 secret 
the same—“underwriting human jig Cat! 3 
values and establishing rainy-day mong tary, ha: 
ey.” 
Speakers Friday afternoon include 
Will C. Riggs, Wellesley, Mass.; Israd J. R. ] 
Franklin, North Attleboro, Mass., an§ assistant 
Jack G. Brown, superintendent o He has 
agencies. promoto! 
Co. in R 
Insurance As Investment with Lif 
Saturday morning, in a speech title home of 
“Northwestern Mutual’s  Diversifie§ publicity 
Open-End Trust,” Franklin W. Bowe 
general agent at Pittsburgh, said tha M 
many people have overlooked A.R 
investment side of insurance. Aaa 
“For instance, few people know tha gga 
most of the purely mutual insuran¢ -",, _ 
companies offer a diversified invest oA “00 
ment fund either with or without deat . a 
insurance,” he said. “In some of th 
older companies, the investment ac 
count is so large that investment in 
come exceeds the total paid death ing W. A. 
surance benefits. For instance, in 195g trustee. | 
the investment income that Northwesg & Fren 
ern earned and credited to policyowng Pharmac 


ers was nearly twice the aggregate 0 
all death claims paid during the yea T 


Also, the average Northwestern policy Huber 
owner received an interest benefit president 
was in excess of 50% of his premi§ agencies 
um.” company 
Discusses Term Conversions H 
Clarence E. P. Crauer, Poughkeepsie ~ 
N.Y., discussed his method for har T. J. ¢ 
dling term conversions and Ben departm 
McGiveran, Milwaukee, spoke on thi a 
nature of advanced selling technique a 
Saturday afternoon Charles F. Phi “ation c 
lips, president of Bates College, Lewi = 
ton, Me., spoke on life insurance am ‘i ; ha 
its place in the national economy. = me 
Director of Agencies Robert E. Temp c- . ' 
lin wound up the meeting with a spee¢! manager 
titled “The Agent’s Security Is Oppo gennel n 
tunity.” Mr. Templin pointed out thai 
agent success, and in turn his fu P 
security, lies in giving the policyholde 
the opportunity to buy. Exposure t@ £. E. 
established clients and new prospect} been ele 
as much as possible in both cases, if al cou 
the key to more sales, Mr. Templig Counsel, 
counsel. 


said. 
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Franklin Life 


George J. Lamb 
has been promoted 
to director of 
agency develop- 





es Made 
ra car 
ney, the 
ing Mone 










the ma ment. He has been 
erlooks director of train- 
hase of ing since 1959, and 





prior to that was 
regional 


payme 







eases ft manager 
gin pla for Nebraska. He 
create } has been in insur- 





rease th ance since 1952. 





George J. Lamb 


Phoenix Mutual Life 


E. T. Franzen, 2nd _ vice-president 
of the insurance service department, 







1 on th 


"Ga al has been promoted to vice-president. 

led Emjj He has been manager of the personnel 

d, Mass and planning department as well as 

k; Danie secretary. 

+ Cliffo H. A. Clark Jr., secretary, has been 

Pa, an advanced to 2nd _ vice-president in 
charge of the mortgage loan division. 

ston, thy He has been manager of city mort- 

luncheog g28eS and assistant secretary. 

p in min A. C. Ryder, secretary in charge of 

is simplg the bond division, has been elected 2nd 

ve think vice-president. 

nius. Byg John H. Moseley, assistant secretary 

wise, thg in the bond division, has been promoted 

e remaig [0 secretary. 

man i Carl M. Wissinger, mortgage secre- 

day mon tary, has been advanced to secretary. 

include Life Of Virginia 

ss.; Israi J. R. Nolley Jr. has been appointed 

[ass., ang assistant director of public relations. 

ndent @ He has been advertising and sales 
promoton manager of the C. F. Sauer 
Co. in Richmond, and before that was 
with Life of Virginia as editor of the 

ech titl§ home office magazine and director of 

iversifieg publicity. 

1. Bowemk 

said tha Massachusetts Mutual 

oie A. R. Smith, assistant regional su- 

— the pervisor in the Los Angeles mortgage 

amen loan and real estate district office, 

a ina oa has been appointed an assistant super- 

out a intendent of mortgage loans at the 
home office. 

ie of thi 

sa Penn Mutual Life 

death in W. A. Munns has been elected a 

», in 195@ trustee. He is president of Smith, Kline 

orthwes & French Laboratories, Philadelphia 

licyowng Pharmaceutical firm. 

regate ¢ , fe 

the yea Trans-American Life 

n policyg Hubert J. Foster has been named 

nefit thi§ president. He has been vice-president, 

S premi§ agencies director and treasurer of the 
company. 

bkeesd Home Life Of New York 

for hanf . 2: J- Gorham, head of the personnel 

Ben department, has been named assistant 

> oe vice-president, personnel. He is a past 

chniques chairman of the personnel adminis- 

“KF. phiig tation committee of Life Office Man- 

> Lew agement Assn. 

ones ani 8. H. Dyer, assistant methods man- 

nomy. ager, has been appointed assistant man- 

E. Temp) *8¢% methods. } 

a speed! R. L. Whitehead, assistant personnel 
Manager, has been promoted to per- 

S Oppor sonnel manager 

out thai : 

ae Provident Mutual Life 

yosure t# E. E. Weller, general counsel, has 







been elected vice-president and gen- 
eral counsel. R. G. Shubert, assistant 
counsel, has been appointed associate 
counsel. W. B. Forest, assistant ac- 


yrospects 
cases, 
Temp 


XUM 


Home Office Changes 


tuary, has been named associate ac- 
tuary. E. S. Gaumer, assistant person- 
nel director, has been promoted to 
associate personnel director. 

J. T. Wilver, director of training, 
has been elected assistant director of 
sales. L. R. Brown Jr., a member of 
the law department since 1958, and 
C. B. Strome Jr., with the company 
since 1956, have been elected assistant 
counsel. C. O. Goodrich, group under- 
writer, has been appointed underwrit- 
ing manager, group department. He is 
a CLU. J. C. Henchel, active in the 
company’s electronic development since 
1948, has been appointed actuarial as- 
sistant. R. R. Lake, who has_ been 
with the company since 1950, has been 
appointed assistant manager in the 
accounting department. 


PEOPLE S- 
HOME LIFE of In- 
diana has appoint- 
ed Leonard N. 
Twomey vice- 
president. He en- 
tered the business 
with Illinois Bank- 
ers Life, becoming 
an actuary. When 
that company was 
reinsured by Cen- 
tral Standard in 
1951, he was ap- 
pointed vice-pres- 
ident of the latter. 


STANDARD SECURITY LIFE has 
appointed W. C. Gillis regional super- 
visor of agencies. He has been with 
Continental American Life in New 
York and before that was with Berk- 
shire Life there. 


Leonard N. Twomey 


LINCOLN AMERICAN of Memphis 
has advanced I. Stanley Booth from 
director of sales training to secretary. 
William I. Turnham, formerly with 
Cherokee Life, has been appointed an 





underwriter, and Gerald J. Drury, who 
has been with Liberty Life of Green- 





ville, S.C., has been named an ac- 
countant. 
No Values Set On Cuban 


Securities For Statements 


The committee on valuation of se- 
curities of National Assn. of Insurance 
Commissioners will refrain from set- 
ting association values on _ securities 
of Cuba and any of its instrumental- 
ities as of Dec. 31, 1960, because of 
unsettled conditions in that country. 
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Companies with deposits or other 
assets in Cuba are expected not to 
take credit in their 1961 annual state- 
ments for such property. For the most 
part, it is said, the amount at stake 
for any single insurer or company 
group is not a critical matter and in 
most cases is not a substantial one. 

Stockholders of Security Life & 
Trust of Winston-Salem, N.C., at their 
Jan. 24 meeting will vote on a proposal 
to increase the number of authorized 
shares from 1 million to 2 million. The 
par is $5. 


YOU DESERVE TO OWN 
YOUR OWN BUSINESS 
NOT JUST RENT IT! 


John N. Metropulos, Agency Builder, 
All American Life & Casualty Company, 
believes in this philosophy 


12 months' record of 
1 * ,.. iat, 





J.N. Metrop 3 
Park Ridge, Illinois 


e First Year Paid 
Premiums $316,537.60 


e New A&S Premiums 
16,647 


e New Life Volume $7,268.051 
e 45 full time representatives 
e Earnings in six figures 


*Joined All American 
September, 1953 


Learn why All American has 
experienced phenomenal 
growth by offering 
outstanding contracts and 
policies. Find out what has 
caused over 750 men to join 
this dynamic team. Write: 

E. E. Ballard, President. 


ALL AMERICAN 


Hf & Casualty Company 


505 PARK PLACE « ALL AMERICAN BLDG. 


PARK RIDGE, ILLINOIS 














Traffic Stopper! 


You'll get the eager attention of a constant stream of prospects with Jeffer- 
son National’s MASTER MONEY BUILDER—today’s newest and most 
unique concept of life insurance. You'll get even more traffic-stopping 
action when this “Master Plan” is combined with any of our 30 \Par and 
Non-Par ordinary and extraordinary Life plans. 


E. KirK MCKINNEY, JR., President 


Now add the finest Non-Can A & S, a highly competitive Group portfolio, 
Audio-Visual Films, and the “Powerful Idea” sales track, and it’s under- 
standable why JNLmen never wait in traffic for the light to turn green. 


Naturally, they profit from Top Commission Contracts—Lifetime Re- 
newals—Volume, Persistency and Recruiting Bonuses—Financial Assist- 
ance—Field Training Seminars—Pension Plans and Unexcelled Home 
Office Support. 


JEFPAIRSON NATIONAL 


° 


Ausurance Company 


INDIANAPOLIS 4, INDIANA 



























. 





+ a a a 





16 


HieNATIONAL UNDERWRITER 


Changes In The Field 


Equitable Society 

J. J. Fraley, manager at Grand Rap- 
ids, has been appointed manager at 
Dallas, and his Grand Rapids organiza- 
tion has been split into two agencies, 
with new headquarters at Kalamazoo. 
He succeeds L. W. Klingman, who has 
retired from agency management work. 
Mr. Fraley, who has also headed 


agencies at Corpus Christi, Tex., and 
Albuquerque, is past president of New 
Mexico Life Underwriters Assn. 

J. H. Cawood and Richard Meyerson, 
both district managers under Mr. Fra- 
ley, have been named managers, re- 
spectively, at Grand Rapids and Kal- 
amazoo. Mr. Cawood has been district 
manager at Lansing and Mr. Myerson 


The Northwestern Mutual 


pont of view on advertising: 


talk the prospect’s language 
> a 


Great-West Life 
“Security” and “‘success” are timely and highly interesting words for millions of TIME 


and NBWSWEEK readers. 


In the Northwestern Mutual message shown here, Mr. James P. Gill, Chairman and 
President of Vanadium-Alloys Steel Company, makes these words even more interesting 


and meaningful by discussing them in terms of life insurance. 


fai ; : oe ; ing been opened at Dallas in 1951. 
his advertisement is one of many ina continuing campaign designed to open doors for 





the Northwestern Mutual agent. 
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i I life insurance 
i developed his persona’ 
vuouoen, et. : “ a total of 17 policies. 
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for young men of ambition Pca agent can help work none ca isco 
mes insi : 
An import JAMES P. GILL realistic balance betneee wid os comme neo poe esc os 
by President, need, and what they can “7 tay bo ay 008 resses, sree of 
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J ry ai 
at Kalamazoo. Both men are CLUs. with Robert A. Simpson, district ma 

Mr. Meyerson is past president of Kal- ager at Columbus, Ga. 

amazoo Life Underwriters Assn. 


5 ie New England Life 
Life Of Virginia Harold A. Voss, 

Harry D. Haigler, district manager unit supervisor at "sum 
at Florence, S.C., has been transferred Sacramento, has 
to Winston-Salem, N.C., to succeed J. been appointed 
Malbert Smith, who has retired. manager at Spo- 
Thomas S. Mattox, district manager kane to succeed 
at the Atlanta No. 2 office, succeeds Robert T. Greene 
Mr. Haigler. who has relin- 

James M. Gunter, district manager 


i é quished his man- 
at Macon, Ga., has switched districts agerial duties, but 


will remain with 
the agency in per- 
sonal production. 
Mr. Voss is presi- Harold A. Voss 
dent of Sacramen- 

to Life Underwriters Assn. 

Ronald L. Whittaker, district gro 
representative at New York, has beg 
promoted to district group manager 
Buffalo and Donald McArthur, gro 
representative at New York, has be 
named assistant district group ma 
ager there. 


i Company 
Address_ 
j City__ 


The United States agency organiz 
tion is being expanded with the ope 
ing of branch offices at Houston z 
Davenport. Houston is Great-Wesi 
second branch in Texas, the first hai 





a 
a 
5 
a 
a 
: 
. / 
There is a difference! 
a 
a 
a 
a W. K. Irwin Woodrow Mann 
: Davenport branch is also the company’ OA Com 
Your money Bim second in Iowa, the other having bee Attache | 
a opened at Des Moines in 1957. Woodg , | owest ¢ 
row Mann has been appointed manageg of Aji! 
grows faster at s at Houston, and W. Kenneth Irwin a hey viewle 
a Davenport. Mr. Mann has had 13 year§ gounq sale: 
Northwestern Be cxPperience in insurance and was preg MANSHIP— 
8 viously with Great-West at Dalla that allows 
gi} Mr. Irwin has been with the compan tion of do 
Mutual gl since January, 1959, as district man animation, 
ager at Springfield, Ill. = = s 
vascompary basa partcuarlybish | With the addition of Houston ang MWe. 


Investment Quotient..which ment | Davenport, Great-West has 72 branche Set up in 
greater return io 
















Pr of which 34 are located in the U.S. | desktop it 
dollar you invest. | reasons for this. One gE ss ae cry 
Parner Mutual's low op- Aid Assn. For Lutherans fresh as hi 


office operations 
erating cost. Home . 


i. Otto W. Wittkopp, district agent af higher PROF! 
have always been kept simple. oo mI Carroll, Ia., has been appointed geng possible. 
the added A aaeeen 1 eral agent at Bay City, Mich., and 3 
onmcion srvick to policyowners; » Harold Borg, district agent at De 


In fact, the portion of premium used Plaines, Ill., becomes general agent for 
n . nses is just about half 1 


for operating expe ther largest insur- | western and central Pennsylvania 
the average of tng I Cine northeastern Ohio. Mr. Wittkopp sué 
ance companies. 


ther reason for Nakthwestern ceeds R. Roy Peck, who has retired 
au faster money growth isa PFO” = and Mr. Borg replaces the late Cat 





ressive investment policy. Average MEL Fy WT) a 

. has, for years, been above : a . 
interest earned bas, (00% largest life Roger C. Freeman will head a ne 
the average estoy agency at Calgary, Alta., for westem 
insurance com 4 


$0 available—: 
Because we are a mutual — Canada. He has been an agent at CaliProjects both Fi 
i pany... shar- sides, Other Vi 
policy pw artes peer w =«B ary. ing and Selling 
ase like more information, con- M | B fi Lif 25 to $495. 
you would Tike mesien Mutual ageat utual Benefit Life 
our ; 
He's listed inthe pone book. The Nor Michael M. Rudman has been ap 
western Mutual Life Insurance COMPO" +444 occistant general agent of th 
Milwaukee, Wisconsin. Salinger-Wayne agency at New York 


where he has been assistant manage “ 
of Home Life of New York’s Loewen; 9 
heim agency. 
ia International Life 
annus Georgia 
leet D. L. Holzhauser and D. E. Week; 
have been appointed general agen 


respectively, at New Orleans and Fo! 
Worth. Mr. Holzhauser was an insuf 
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ance broker and before that was with 
Pacific Mutual Life at New Orleans. 


Mr. Weeks was an agent at Fort Worth “a 


strict man 





fe for Pyramid Life. 


crorterv cones | £0 the life insurance 


has been appoint- 
ed manager at 


New York to suc- ° 

<a wees | man who feels he Is 
Roth, who, while 
relinquishing most 


management du- ore 
ties, continues to ud i ie or | enc 
supervise produc- 


ers previously as- 
sociated with him. 


“seine | management 
been vice-presi- eoe 8 


dent of the C. B. 
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rict gro Paul Goodman 


a Knight agency of Union Central Life res ; > : 
ge at New York. He is chairman of the If you're “stymied” on management opportunities with your 
oe management education program of the present company, this should interest you. 

Up ma New York City CLU chapter and Ist Our company has doubled in size in 40 months. We have 


vice-president of New York City Life 
Supervisors Assn. 
In other appointments to the Good- 


dozens of areas throughout the West “flagged” for agency 
development. As a result, we are in need of management 





| man agency, Morton Kleiner has been caliber men. 
named assistant manager and Samuel To attract the type of people we want, we have established 
Robbins is brokerage manager. Mr. what we feel is the industry’s most comprehensive manage- 


Kleiner, a CLU, has been staff man- 
ager of the Knight agency and Mr. 
Robbins, also a CLU, has been broker- 
| age supervisor of John Hancock. 


ment development program. If intensive testing is favorable, 
a candidate is immediately made an Assistant Manager. He 
receives intensive training and field experience in manage- 
ment functions. He then serves 3 to 6 months as a home 
Provident Mutual Life office staff executive in our Agency Department, handling 
Angelo J. Citoli, special management assignments throughout our territory. 
supervisor at Tam- Upon completion of this period of indoctrination, he is im- 

pa, has been ap- mediately available for appointment as Agency Manager. 
pointed manager 
i at Seattle, to suc- 
. ceed Stan Peter- 
son, who will de- 


A) SHOW! TELL! SELL! 2, who witt ae- 
| WITH NEW PORTABLE — %<"°92#1 produ 
VIEWLEX “SALESTALK”! | 2%, Pe" ,S5Pe™ 


e A Complete ‘“‘Sight-Sound’’ Unit in an ter, N.Y., and Syr- 


ing bead Attache Case! rae one. pect gtr LYNN TENNEY, Vice President & Manager 
° ¢ Lowest Cost Presentation and Training Unit 


manage of All! uanccan Lanes’ tare Witen of Agencies, California-Western States 


Irwin a F : : : ; 
New Viewlex Salestalk provides proven sight- | _D. Johnson has been appointed gen- H 
13 vo sund sles prncples_GONTROLLED SHON. eral agent at Waco, Tex. Life Insurance Company, P. O. Box 959, 
—with the lowest cost, lightest unit | i i 
Dallas§ that allows the full power of daylight projec- | : . O Sacramento, California 
companyy tion of documentary photographs, dramatic Chairmen For Institute Of 
ct mang animation, drawings, charts, etc., combined 


with hi-fi sound and words of tested selling | Home Office Underwriters nN 


Our requirements are high, but don’t necessarily include man- 
agement experience. Successful candidates receive a liberal 
salary plus commissions and overrides. 







If you are interested in discussing this management oppor- 
tunity with us, let us hear from you. 


WRITE: 


w Mann 


om pany’ 


ing Deel 























ton ang Power. 2 . 
oranches Set up in seconds—right on a prospect’s | Standing Committees Named 
e US, | desktop—it tells the EXACT sales story your | Chairmen of the five standing com- 

management team wants . .. and, your sales- | mittees of Institute of Home Office 
ins man’s last call of the day is as vibrant and Underwriters have been appointed by 








fresh as his first in the morning. Assures John D. Rockafellow, president of the 


“My company is expanding 











agent af higher PROFIT-PER-CALL ratio than ever before nee +43 
; institute and director of underwriting . . 
possible. pie a ee 004 in the West! This means BIG 
ay ee The new chairmen are I. M. Spear, 
by State Farm Life, membership com- 
PROJECTOR: mittee; W. R. Condon, Ohio National 
een Life, education and examination com- 
Built into cover — mittee; Raymond A. Burke, North 
latest lemioaiey American Reassurance, forms commit- 
A agen gi tee; Harry Cook, Mutual Service Life, 
aylight. procedures and cost committee, and 
al wiv Richard W. Fox, Country Life, read- 
Also available—Salestalk V-2. 4 speed. Takes up ing and reference committee. 


jects both Filmstrips and to 12” records. 
Viewtalk Train- ial 


viides, Other 
aus to g4g5,e “IS from $10 450 Sunset Life, Old American Merge 


Following approval by the commis- 


en ap COMPLETE sioner and stockholders of both com- ' - 

of b - panies, the merger of Sunset Life of 

v bee 1ewlex. inc. Olympia, Wash., and Old American "Channel your future”... come and grow with Standar 
1anage 6 

pa 29 Broadway, Holbrook, L.!., N.Y. or cue wee Learn about sales, supervisory and managerial openings. 


under the Sunset name on Jan. 1, and 
will be based in Sunset’s recently 


; ‘i | ; eal e 
sand Sales Directo ocrliveriuce! INSURANCE COMPANY 
fortland >, Ore Life «© Aci Ss Individual and G f 











Life completed home office. The merger has Jent * Sickness 
Week: resulted in a company with more than 

agen $85 million of insurance in force, assets ee ee ‘ 

id Fo of over $12 million, and capital and growing company, ornia, Oregon, Washington, 
insuf surplus of $1,700,000. 4 Idaho, Arizona, Nevada, Hawaii, Alaska 
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Sees Tangibles, Intangibles As Same For Marketing Purposes 


(CONTINUED FROM PAGE 11) appear to offer great potential. Mr. Cordell said, in providing guidance 
surance and tangible products, it would The first of these is the use of con- for management in establishing better 
be indeed surprising to find them any sumer-oriented research. This would sales policies, improving policy offer- 
less successful in the field of insurance. provide a better understanding of the ings and package design, greater use 
consumer, the consumer’s needs and of advertising, selection of better ad- 
desires, the buying transaction from vertising appeals, providing more ef- 

To determine the marketing ap- the consumer point of view, the con- fective sales effort, offering better 
proaches likely to be of greatest value sumer’s image of insurance and insur- values for consumers, simplifying poli- 
in the insurance field would require ance companies, and the consumer’s cies and the insurance transaction, 
much careful marketing research, the goals and satisfactions served by in- achieving better consumer understand- 
speaker said, but there are a few surance. ing and appreciation of insurance and 
areas which, on first examination, Such information would greatly help, insurance objectives, and making the 


Requires Careful Research 











Non-Can S&A Package For Businessmen And Partnerships 





Opens “Big Business” Opportunities In The Small 
Business Market! You said it was needed...and here it is! Yes, the kind of highly flexible 


non-can S & A package that enables you to write made-to-order, income replacement coverage that fits the 
specialized requirements of SMALL BUSINESSMEN, PARTNERSHIPS AND KEYMEN. These Security 
Mutual Designed features mean business: (1) WAIVER OF PREMIUM after 90 days while your insured 
remains totally disabled, even beyond his benefit period; (2) DIVIDENDS to reduce premiums, to accumu- 
late at interest, or in cash; (3) OPTIONAL PARTIAL DISABILITY for S & A male risks; (4) EASY- 
TO-READ, UNDERSTANDABLE FORMAT featuring a fill-in schedule that eliminates riders. Three 
policies are featured in this new “packaged program”: two S & A and one Accident-only. Here you have 
complete, quality coverage backed by the prestige of Security Mutual! Check on this most-sellable insurance 
package in years—then contact your Security Mutual man—he’s a good man to know! 


SECURITY MUTUAL LIFE INSURANCE COMPANY OF NEW YORK 


aamattiehic: your security our mutual responsibility 
Harland L. Knight, 
Agency Vice President. 








81 EXCHANGE STREET, BINGHAMTON, NEW YORK 
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purchase of insurance easier and mog, ,.. .« 

convenjent for the consumer. riticiz 
The second such area, the spea 

said, is the use of more effective con omm: 

munication with the consumer. Ins ompc 



















ance companies, for a variety of re (CON 
sons, have tended to make very little makin; 
use of advertising compared with compne becau: 
panies in tangible product fields. Witif the old 





such low advertising effort in the inpeating yor 
surance field, one might conclug In additi 
there was no need for educating qunction a 



































communicating with policyholders. Byany will 
can this be true when it is frequentig rate slis 
obvious that neither the policyholdgmaller, tk 
nor his family know the name of thgertising i 
insurance company protecting thempnd above 









When neither appreciate to the degregfhis isn’t 
they should the advantages of insungife insura 
ance protection? When neither knoghe most 1 
just what insurance protection gng a lot « 
coverage they have? When neithegormation 
have any idea as to whether they haygnform an 
superior, good, or poor insurance coygt wouldn’ 
erage? kurance C 

Mr. Cordell said the third such aregave less, 
is the improvement and modernizatiogpeople wo 
of insurance distribution method Our age 
Consumers’ desires for lower costs angng and pi 
better values and their willingness tgf the se 
forego some of the services and dqood is sol 
some of the purchasing work themviously th 
































selves have created major distributiogis 2 tiny _ 
changes in the tangible goods fieldgof life ins 
resulting in developing, in sequence—sfactor in 






cost. 
We sho 





chain stores offering lower prices fo 
cash and carry customers; supermar. SI 
kets offering still lower prices an advertising 
wider selection of items, and discounghelping tc 
houses extending these principles tginsurance 
less frequently purchased items. ays of 5] 
The attractiveness of lower pricegls it help’ 
and better values has already beegstrengthen 
quite evident in the sale of mangtty? Is it. 
lines of insurance, Mr. Cordell sug{tion betw 
gested. Insurance companies have beem=ngelsmar 
examining and experimenting  witquick to s 
lower cost distribution channels, degWas unhe 
spite the problem posed because insur§llow thei 
ance is purchased so infrequently. Bug policy 
there are natural channels for reducingthe adver 
marketing costs of insurance, ang Engelsm 
further investigation and search repregTusaded 
sent an important area of insurance deposit pl 
marketing research. Rapid growth og'sing can 
group insurance programs has alreadg®t or ca 
shown the potentialities in this areags#me way 
Mr. Cordell concluded by sayingiterest ir 
human satisfactions served by _ the That’s wh 
insurance business should be as strongg “4Vertisin, 
and possibly even more socially comg¥e expect 
mendable, than those served by many Ways that 
industries providing tangible products 0m thos 
Everyone has an important stake in the Institt 
how well and how efficiently the fre ! think 
enterprise system operates, and_ the contribute 
insurance business should be encour #4 Will b 
aged to play its role as effectively anij” particul 


efficiently as possible. the evidel 
ea my expec 


N.Y.C. CLU Estate Planners Day » peg 
Set For April 26 At Town Hall uated. 


The annual estate planners day fot 
accountants, attorneys, life producer Providen 
and business executives of the New) Company 
York City CLU chapter has been sched-§ Provide 
uled for April 26 at Town Hall. Wilbufa charter 
Neustein, Prudential, is chairman dj of the Bo: 
the estate planners day committeef ting the 
Program for the event will be am plorer sc 
nounced later. charter by 
dent Mutt 
pany the : 
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omments On 






‘tive con . » 
er. Inpompany Advertising 
ty of re (CONTINUED FROM PAGE 8) 








e making a quick comeback to this 
ne because it is yet another version 
the old ‘When are you going to stop 
eating your wife?” line of questioning. 
In addition to holding the advertising 
nction accountable because the com- 
any will sell larger face amounts at 
rate slightly less than that for the 
aller, the question implies that ad- 


very lit 
with com 
elds. Wit 
in the in 

conclud 
cating 4 
Iders. By 
requentl 













licyholde 
ne of thpertising is cost to the consumer over 


1g themgnd above the cost of doing business. 
he degregfhis isn’t necessarily so, even in the 
of insurgife insurance business. Advertising is 
1er knowghe most inexpensive means of reach- 
ction ggng a lot of people regularly with in- 
- neitheformation and persuasion. If we didn’t 
hey haygnform and persuade in our business, 
ince coygt wouldn’t amount to much. Life in- 
kurance coverage would cost more, 
such aregave less, be far less flexible, and few 
rnizatiqpeople would own it. 
method Our agents do much of the inform- 
costs an@ng and persuading and practically all 
igness tgif the selling. In contrast, a brand 
and qqood is sold mostly by advertising. Ob- 
k themgviously the expenditure for advertising 
tributiogis a tiny part of the distribution cost 
is fieldgof life insurance while it is a major 
quence-factor in packaged goods distribution 
rices fogcost. 
ipermarg We should look at life insurance 
ices angadvertising in this perspective. Is it 
discounghelping to establish the value of life 
siples tginsurance in competition with other 
ms. ays of spending or using the dollar? 
r pricegls it helping individual companies to 
dy beegstrengthen their position in the indus- 
f mangtry? Is it stimulating healthy competi- 
ell suggtion between companies? I am sure 
ave beeingelsman and Josephson would be 
1g witigquick to say here that the competition 
els, degwas unhealthy, but they should not 
se insurgallow their objection to a certain type 
itly. Bugof policy to distort their appraisal of 
reducingthe advertising function. 
ce, # Engelsman and Josephson have also 


































and 
h repre crusaded gallantly against minimum 


1surancg deposit plans. Well, one thing adver- 
owth o@tising can do on this score, which will 





alreadgnot or cannot be done in quite the 
1is areagsame way by agents, is to stimulate 
saying interest in cash-value life insurance. 
by thgThat’s what we aim to do with our 
s strongg2dvertising in the coming months. And 
ly comgWe expect to inform and persuade in 
yy many Ways that will be somewhat different 
roductsf {tom those of other companies or of 
stake ing the Institute of Life Insurance. 

the fret | think this advertising effort will 
and thg°ntribute to the business as a whole 
encour 22d will be good for New England Life 
ely andj‘ particular. I’ll be glad to report when 
the evidence is in on whether or not 
my expectations were realized. I be- 
lieve this is the basis on which life 




















Day insurance advertising should be eval- 
rll uated. 
day for = 
-oducer Provident Mutual Is First Lite 
ne New) Company To Sponsor Explorer Post 
1 sched-§ Provident Mutual Life has received 
Wilbuj a charter from the National Council 
man oj of the Boy Scouts of America, permit- 
nmitteef ting the company to sponsor an ex- 
be an-jplorer scout post. Acceptance of the 
charter by Thomas A. Bradshaw, Provi- 
dent Mutual president, makes the com- 
pany the first life insurer in the United 
States to sponsor an explorer post, ac- 
B cording to the Conestoga district of the 
§ Philadelphia council of the Boy Scouts. 
a Charles S. Bissell of C. S. Bissell & 
FOR Co, investment brokers, has been 
NIES elected a director of Travelers to fill 
lon the vacancy caused by the death of 
C. Luther Spencer Jr. Mr. Bissell was 
o 2, Wl. f With Travelers from 1915 to 1928 and 
was assistant auditor when he re- 
Signed to form the investment firm. 
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Elected Executive V-P 
Of Research & Review 


Kenneth L. Anderson, former vice- 
president and managing director of 
Research & Re- 
view Service, has 
been appointed 
executive vice- 
president. 

Mr. Anderson 
began his life in- 
surance career 
with Provident 
Mutual Life at 
New York in 1935, 
later becoming an 
assistant general 
agent. In 1949, he 
joined the staff of 
LIAMA as senior consultant, serving 
on the faculty of the agency manage- 
ment school, writing various publica- 
tions and doing consultation work with 
member companies. He became vice- 
president and manager of agencies of 
Union Mutual Life in 1953. A year later 
he joined the R&R executive staff. 





Kenneth L. Anderson 


Parks Assistant Director 


Of LIA Economic Research 


Robert H. Parks has joined the staff 
of Life Insurance Assn. as assistant 
director of economic research. Mr. 
Parks, for the past two and one-half 
years, has been a staff economist with 
General Electric Co. at Schenectady, 
N.Y., where he specialized in market- 
ing services, economic research and 
forecasting. 

For several years he taught finance 
at the University of Pennsylvania’s 
Wharton school. He is the author of 
articles on various aspects of banking 
which have appeared in tax and fi- 
nancial journals. 


Olympic Natl. Reaches $100 Million 
A neon torchlight ceremony sig- 
naled attainment of $100 million of 
insurance in force by Olympic National. 
The occasion also marked the consol- 
idation of the company’s 12-story 
home office structure in Seattle and the 
adjacent American Building under the 
name of Olympic National Life Build- 
ing. At that time the torches and com- 
pany name were emblazoned across the 
roofs of the adjoining buildings. 
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L| FE ...the Company with 


Many Facets to Serve Agents Better 


‘OR the discriminating agent there is. 
no finer home office to back his 
efforts than that found here at the State 
Life. Our strong, vigorous organization 
is comprised of many experienced per- 
sons and many specialized departments, 
all working toward a single purpose. . . 
greater usefulness to the agent, and the 
individual policyholder. 

This all adds up to the fact that State 
Life offers everything that it takes to 
interest and develop agents and agency 
managers . . . from thorough training 
courses right through to high, liberal 
commissions with retirement features. 
See for yourself . . . look ahead, by 
writing today for all the facts. 


DIHL H. LUCUS —Vice-President and Director of Agencies 


The 
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Gav ieeere bp alore Gompany 


Indianapolis 


A MUTUAL COMPANY FOUNDED 1894 
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Building for the future 


durable structures to accommodate the needs of tomorrow as well as those of today. 


build a strong financial future for individuals and families is our business. 





is this man \ enshniiin Following well-conceived plans, he erects 
Helping 
Modern Woodmen 


ents are able to apply well-conceived life insurance plans to cover most contingencies. 


Outstanding training, sales aids and opportunity awaits you with Mo 


S 


dern Woodmen. 
Interested? Write us today. 


For Modern Life Insurance 
It’s Modern Woodmen 


MODERN WOODMEN of America e Home Office e Rock Island, Ill. 
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Urges Insurers To Seek Closer Ties Between U. S., Europe 


(CONTINUED FROM PAGE 7) been long periods of considerable we heard so much optimistic discus- 
prices is not in proportion to its econ- stability; that was the case not only in sion about continued and growing 
omic capacity and output. It is there- the nineteenth century between the prosperity in the “roaring ’60s.” There 
fore not surprising that in the last Napoleonic wars and the First World were, however, a few who did not 
few years the United States has felt War, but also in earlier times. If it is share this exuberant optimism, but 
more strongly the impact of competi- true that the very frightfulness of a held the view that the U.S. economy 
tion from other countries, and market nuclear attack will prevent a third would have to pass through a period of 
conditions abroad have had an effect world war, the chances for a period of somewhat difficult readjustment. Af- 


on prices here. monetary stability would seem to have ter years of a predominantly inflation- 
Thirdly, in the past great wars have been greatly enhanced. ary climate, the economy had to be 
been the cause of inflation, but in You will no doubt recall the state of adjusted to conditions of more stable 


between those wars there have often mind which prevailed a year ago when prices; in other words, it was necessary 





It takes a lot of capable manpower, real profes- 
sional life underwriters, to place and service one 
and three quarter billion dollars of paid for life 
insurance. Aid Association for Lutherans has 55 
general agents and a field force of 500 district rep- 
resentatives. But these Lutheran men do more 
than sell insurance. They take an active interest 
in the affairs of their church. They help local 
Lutherans organize AAL branches for Christian 
fellowship and fraternal activities. 


Each AAL representative works closely with Syn- 
odical Conference Lutheran congregations in his 
area. As he makes contact with newly-arrived 
Lutheran communicants, he refers them to appro- 
priately-located pastors. He often assists families 
in finding desired church affiliation. He helps local 
AAL members by providing professional life in- 
surance counsel... and by joining with them as 
an active, local lay leader. 





SERVICE BEYOND THEIR CALLING 














i AID ASSOCIATION FOR LUTHERANS 


APPLETON, WISCONSIN 
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for people to learn how to live witho 
inflation. Much of the readjustme 
which was necessary has already be 
carried out and, I am glad to 
under conditions of quite good bu 
ness. As was to be expected, it 
accompanied by a certain relaxat 
in activity. There has been some qd 
cussion whether or not this relaxati 
should be called a recession. This 
really a question of terminology. 


Not Like Cyclical Decline 


I do not think that the recent relax 
tion can be compared with a cycli 
decline in business activity. So mag 
of the typical signs of a cyclical declij 
have been absent; the total awards 
heavy construction contracts have, fi 
instance, this year been some 12 
larger than last year; and, inter 
tionally, boom conditions have co 
tinued—especially in Europe. 

The relaxation here has been th 
direct result of the “deflation of ig paymen 
flationary tendencies,” to employ @probabl; 
expression of William McChesngnet inc 
Martin, the chairman of the Federgservices. 
Reserve Board in Washington. It washould | 
indeed fortunate for this country thgall gov 
the change in psychology came at ti includin 
time when there was no cyclical d@ poses a 
cline, for it might have had disastrog of all k 
effects if it had coincided with a re The 
recession. just me 
what th 
account 

Recently, however, there have be# For the 
some signs of a moderation of ti now full 
boom in Europe, and also of son already 
intensification of the relaxation hem mistic e 
in this country. Even so, I believe tha of paym 
in certain respects business conditiog attitude 
in the United States are today som exchang 
what healthier than they were a ye tC 
ago. In the first place, a considerab Won 
readjustment has already taken plag But tl 
For many products, domestic and eg is also 
port prices have been adjusted to whg capital < 
the market can carry. Inventories hag vestmen 
not risen. Stock exchange prices ag short-tel 
more realistic now that there is liti§ in Euro 
or no hedging against inflation. been hig 

And this is true not only of ti so for s 
stock exchange. Business men’s eg to inve: 
pectations generally are more realistig Europe. 
There may still be those who dreag are mad 
about the possibility of raising pricg valuable 
without any adverse effect on sal The o 
but they are getting fewer and fewe been co 
This change in expectations has ha over-all 
an influence on the attitude towarg ments w 
costs. In brief, there is today a strongg and thus 
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Some Signs Of Moderation 


resistance against cost increases tude as | 
there has been at any time since ti deficit c: 
war. continue 
. , boom in 
Impressive Rise In Exports discount 
As far as the balance of paymen™ duced in 
is concerned, you are no doubt Britain, 


aware that there has been an impre@ reductiot 
sive increase in U. S. exports, whid on the n 
may amount to $3% billion ,for th As fai 
year, and that imports have remaing ment ab 
at very much the same level as befor clined tc 
Although the increase in exports h@ some all 
been facilitated by the boom in Europ§ I believ 
it proves I think that American induy come be 
try can still compete in many expoq Europe : 
markets. There has thus been a basj that the 
improvement in the U. S. balance @ aslower 
the expe 
years th 
tion in 1 
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Indiana Home Office Underwriters Assn., at the December meeting at In- 
dianapolis, elected new officers. From left are Leo R. Henry, College Life, 
president; Marjorie Abraham, Hamilton National, secretary; John W. Ballen- | 
ger, American United, program chairman; J. E. Coletto, Jefferson National, | 
publicity chairman; and H. Ray Blankenship, Retail Credit Co., membership 


chairman. James A. Hobbs, Lafayette Life, vice-president, is not pictured. 





pe. 
; been 

tion of igpayments, and the trade surplus will 
employ qprobably amount to $4% billion. With 
McChesng net income from investments and 
he Federjservices, making $6% billion, this 
ton. It should be more than sufficient to cover 
yuntry thgall government expenditure abroad, 
ame at ti including expenditure for military pur- 
yclical d@ poses and official foreign assistance 
| disastrog of all kinds. 

vith a ra The improvements which I have 


just mentioned have taken place in 
what the Europeans call “the current 
account of the balance of payments.” 


have beg For the United States, this account is 


on of 


mM now fully in equilibrium, and this has 


) of som already contributed to a less pessi- 
ation he# mistic evaluation of the U. S. balance 


elieve 


ha of payments’ problem and to a calmer 


conditiog attitude in recent weeks on the foreign 


day so 


ere a ye 
mnsiderab 
ken plag 


ic and 
ed to w 


ng exchange and gold markets. 
Won’t Continue Forever 


But the U. S. balance of payments 
emis also affected by movements on 
ha capital account—private long-term in- 


tories hag vestments abroad and movements of 


prices ag short-term funds. With a strong boom 
re is lit? in Europe, interest rates there have 
on. been higher than in this country, and 
ly of t™ so for some time it has been possible 
men’s eg to invest funds more profitably in 
e realist Europe. But when such investments 
rho drew are made, the United States acquires 
ing pric valuable assets as a counterpart. 

on sal The outflow of funds has, however, 


und fewa@ been considerable, and for 1960 the 


; has ha over-all deficit in the balance of pay- 
e towarg ments will probably reach 3% billion, 
a strongg and thus be of about the same magni- 
~ases thm tude as in 1958 and 1959. Such a large 
since ti deficit can obviously not be allowed to 

continue forever, and neither will the 

boom in Europe last forever. Official 

discount rates have recently been re- 
paymen™ duced in France, Germany, and Great 
oubt fulg Britain, and it is likely that these 
n impre@ reductions will have some influence 
‘ts, whi on the movement of short-term funds. 
1,for t As far as more permanent invest- 
remaing ment abroad is concerned, I am in- 
as befor clined to think that before very long 
ports hg some alleviation will also set in. For 
in Europg I believe that there will in years to 
an induj come be more capital available in 
ny expo Europe for use abroad. It is expected 


nm a bay that the population there will grow at 
alance d a slower rate than in the United States; 
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XUM 


the experts tell us that in the next 40 
years the annual increase in popula- 
tion in western Europe will be about 
seven-tenths of 1%, while in the 
United States it will be something like 
14%, and in the rest of the world 
nearly 2%. 

Much of the demand for capital 
comes, of course, from the needs of a 
growing population, not only for 
houses, hospitals, schools, and services 
but also for tools and equipment. It is 
interesting to remember that before 
1914, France, with a relatively small 
rate of growth of population, was the 








main center for the issue of foreign 
loans. If, therefore, more capital is 


available after meeting Europe’s own | 


needs, it will very likely flow to other | 


continents, including the United States. 
It will presumably take many forms: 
The financing of international trade, 
repurchase of assets now owned by 
Americans in Europe, purchase of 
stock exchange securities, as well as 


direct investment by Europeans in the | 


United States. 


Do not let me give the impression, | 


however, that there will be any im- 
mediate relief for the U. S. balance of 
payments. This country will still have 
to continue with cautious fiscal and 
credit policies, and watch the trends 
of costs. A few weeks ago Prof. Gal- 
braith in a statement on the U. S. 
balance of payments’ problems put the 
avoidance of cost increases as the No. 
1 desideratum of the policies to be 
pursued to reduce the over-all deficit. 
I agree with him that this should cer- 
tainly have the very highest priority. 
Money wages are high in the United 
States, and so is productivity, but the 
relation is not so comfortable that 
costs can be allowed to increase with- 
out giving rise to a danger that U. S. 
industries might price themselves out 
of export markets, with further ad- 
verse effects on the balance of pay- 
ments. 

Some people clearly recognize this 
danger, but think that attention to 
costs is required only for balance of 
payments reasons, and believe that if 
it were not for the balance of pay- 
ments, the U. S. economy would enjoy 
much greater freedom of action. As far 
as I can see, this is an illusion; there 
is an equally great danger that Amer- 
ican industries might price themselves 
out of the domestic market as well. 
One of the main objectives of policy in 
the coming year will be to overcome 
the slackening in activity and reduce 
unemployment. Whether one listens to 
Keynes or his predecessors, an essen- 
tial condition for success is that costs 
should not be allowed to increase. 


Easy Money Called Safe 


I think that in the present state of 
activity, the authorities can well per- 
mit the continuation of fairly easy 
money and also take steps to stimulate 
activity, especially in the depressed 
areas, provided the measures taken do 
not lead to cost increases or hamper 
the essential adjustments of the free 
market. The experience of many coun- 
tries shows that combination of cost 
adjustments with credit expansion is 
the most effective way of achieving a 
recovery in business activity. Costs 
can, of course, be reduced in many 
ways, even without reducing money 
wages. Indeed, cost adjustment through 
rationalization is the policy most likely 
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to improve real wages over a period 
of time under conditions of rising em- 
ployment. 

When I said that a fairly easy money 
policy may be pursued, I would like to 
underline that this will basically re- 
flect the continuing high level of sav- 
ings in this country. While business 
has passed through the transition from 
an inflationary psychology to the ex- 
pectations of more stable prices, there 
has been a certain tendency to hold 
back a little in making investments in 
stocks and bonds, and also in plant and 
equipment. Those who have funds at 
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Shocking Headlines demanding that you consider 
your clients’ need for United States Life’s new. .. 
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$100,000 | 


| Jets Col] ide! 






HeNATIONAL UNDERWRITER 


their disposal have often preferred to 
keep a large part liquid. As a conse- 
quence there has been an accumulation 
of funds awaiting investment. This is 
generally “good’’ money—money 
earned and saved—most of which is 
likely to seek in the end more perma- 
nent employment, and which will thus 
exert a steadying influence on capital 
values. I believe we have seen signs of 
such an influence in recent months on 
the stock and bond markets—and this 
has had a steadying influence on confi- 
dence. 

For the future, easier money condi- 
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tions in the short-term market and 
subsiding fears of inflation will natur- 
ally tend to bring interest rates down 
in the long-term market as well. But 
only if business fails to pick up again 
would long-term rates decline sub- 
stantially. When recovery sets in after 
the present period of relaxation, there 
should once again be a strong demand 
for capital, which would bring to a 
halt any further decline in long-term 
rates. 

The experience of the last 70 years 
shows that there has been a concur- 
rence of rapid economic growth and 
rising interest rates. In those conditions 
rising rates do not impede growth, 
they are rather a reflection of growth. 
Instead of being looked at askance, 
rising interest rates should then be 
considered as a sign of favorable de- 
velopments—something to be  wel- 
comed. 


. Less Trouble From Bond Rate Limit 


Now these considerations will have 
some consequences for debt manage- 
ment policies. The limitation of a rate 
of interest of 4%4% on the issue of 
government securities with a maturity 
of more than five years poses rather 
less difficulties today than it did a year 
or so ago. But it may well happen that 
with more business activity this limi- 
tation may once again prove to be a 
serious disadvantage and I think it 
would be proper to consider a relaxa- 
tion of this limitation well in advance 
of any change in market conditions. 

May I add that for anyone familiar 
with the capital markets in Europe it 
seems strange indeed that such an 
inflexible limitation is maintained in 
this country. I do not want to imply 
that you should feel it necessary to 
follow what is done in Europe, but I 
do believe that in the future this 
limitation may be a handicap not only 
internally but also in U. S. financial 
relations with the other side of the 
Atlantic. 

In a recent speech, Henry C. Alex- 
ander, chairman of Morgan Guaranty 
Trust Co. of New York, also suggested 
that the Federal Reserve System’s 
obligation to maintain 25% gold back- 
ing against notes and deposits should 
be abolished, so that all the U. S. gold 
would be fully available as cover 
against external liabilities. In a staff 
study on international liquidity, which 
was published by the International 
Monetary Fund in 1958, it was noted 
that a great number of countries have 
seen fit to abolish cover requirements 
in terms of gold because gold is mostly 
no longer needed for internal purposes, 
but only for the settlement of inter- 
national obligations. 

For my part, I think it would be all 
to the good if the maintenance of the 
25% gold cover rule, as well as the 
44%,% interest rate limitation, could be 
removed simultaneously. I am _ sure 
that opinion abroad would regard the 
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simultaneous removal of these 
limitations with approval, and 
such steps would thus contribute 
strengthening of confidence in th 
dollar. 

Looking back at the relations be 





tween the financial forces here and iy 
twe 


Europe over the last 40 years, 
things stand out. The first was a fail 
ure: The failure to establish close rela 
tions between the European and Amer 


ican financial authorities in the perio 


between the two world wars. The re 
sult was the derangement of 


world’s financial affairs throughout 0 


1930s, when the world was split up int 
separate currency areas—the dolls 


area, the sterling area, for a time th 


gold bloc, and Dr. Schacht’s regime iy 


Germany and eastern Europe. Th 


punishment was a complete stagnatioy 
of world trade, with massive unem 
ployment in many countries. 

The second event of outstanding im 
portance was the pre-eminence of th 
United States in financial affairs afte 
the second World War. I think it mus 
be said that the United States use 
this pre-eminence with a magnanimitj 
and generosity which, even though j 
may have been in its own enlightene 
self-interest, will stand out in histo 
as an almost umparalleled act of state 
manship. 

Rivals U. S. Influence On Prices 

But events have moved on and wi 
are now in a new situation. Th 
European countries have _ recovere 
from the ravages of war, and ca 
again play their part in the world 
economic and financial affairs. Toda 
western Europe has an influence 
the trend of world prices at least a 
great as that of the United States, ani 
it will probably be able to provide, a 
I have already mentioned, increasiy 
amounts of capital for investment i 
other parts of the world. The westen 
European countries should then } 
able to share more fully in assistanq 
to the less developed areas. 

Cooperation between Europe and th4 
United States in the formation ¢ 
economic and financial policies wil 
indeed be essential. I think this j 
becoming more generally appreciated 
One of the purposes of the Internation 
al Monetary Fund, as set out in it 
articles of agreement, is to promot 
international monetary  cooperatia 
and to provide machinery for consulta 
tion and collaboration on internation 
monetary problems. The fund can play 
and has already played, a very usefil 
role in this respect. The transformatio 
of the Organization for European Econ 
omic Cooperation, in which the Unité 
States and Canada are associate part 
ners, into the Organization for Econ 
omic Cooperation and Development, i 
which the United States and Canaé 
will be full members, is also an evel 
of great significance. 

Fortunately today the leading i 
dustrial countries have nearly all 3 
cumulated sufficient—or almost suf 
ficient—reserves, taking into accou 
the secondary reserves available | 
them through access to the Inte 
tional Monetary Fund. In these cif 
cumstances the industrial countri¢ 
can together exert a very great i 
fluence on the world’s monetary @ 
fairs. I should like to finish with 
plea for support for an _ increasing! 
close economic and financial collabot 
ation between Europe and the Unité 
States. This is, of course, largely 
matter for the authorities, but @ 
support and example of influenti 
private institutions—and not lea 
those which manage so great a porti0 
of the public’s savings, as the life it 
surance companies—can be of 
help in achieving this objective. 
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of college required courses. 
Would Pay $100-125 A Month 


A stipend of $100 to $125 a month 
}would pay for most of his school ex- 
penses while he is getting a “look- 
see” at his potential life career. 

A faculty member from the college 
or university would coordinate the 
college course along with the prac- 
tical training the student receives while 
on the internship. Mr. Abel expressed 
the hope that the insurance companies 
would see that this is an excellent way 
to meet their manpower needs in the 
future and therefore would be willing 
to finance the plan for a sizable num- 
ber of senior students. 

“It should be agreed in advance by 
each participating agency that the in- 
tern will be allowed to follow a pro- 
gram that will give him a broad back- 
ground of experience in agency work,” 
said Mr. Abel. “He should take the 
company’s basic training program, in- 
cluding experience in filling in appli- 
cations, reading inspection reports and 
doing some policyholder servicing. 
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“He should get some experience in 
programing a  prospect’s insurance 
needs and a thorough indoctrination in 
prospecting for clients. Also, the in- 
tern should have many opportunities 
to observe the general agent in the 
actual selling interviews. Above all, 
the intern should gain an appreciation 
of the nature of sales and service work 
through carefully guided individual 
field work. 

“In conclusion, the intern will have 
the knowledge gained in theory through 
the classroom confirmed and supple- 
mented. 

“The inspiration received and the 
observation of many practical applica- 
tions of the principles of life insur- 
ance will lead young men into the 
field.” 


Tells Of Other Programs 


Mr. Abel mentioned some of the 
miscellaneous programs that have been 
started recently to enable the college 
senior or recent graduate to get a look 
at the life insurance business before 
turning to other fields of endeavor. 

Between the junior and senior year 
in college, business students who would 
like to work in the summer may con- 
tact their insurance instructors or col- 
lege placement officials to see which 
insurance companies will provide sum- 
mer work. On these programs the stu- 
dent is given a rotation job for three 
months through different departments 
in the home office, but he will be able 
to stay at one post long enough to get 
a good knowledge of its activity. The 
pay schedule will take care of his ex- 
penses and a little to spare. 

Pre-draft indoctrination programs: 
Some companies have positions avail- 
able for graduates still subject to mil- 


itary service. If the graduates and the 
company are agreed that the insurance 
field is a good one for the trainee, his 
Position will be ready for him when 
he returns from military service. 


“It is hoped,” said Mr. Abel, “that 


the tools for assisting the college grad- 
@ Uate to choose life insurance as a ca- 
reer will be shown him, namely, pre- 
ing Contract training, 
agents’ survival rates and other mis- 


agency financing, 


grades, and he should be required to 
maintuin superior grades as a condi- 
tion of remaining on the internship 
program. A student chosen should not 
devote more than 24 hours a week on 
the plan while pursuing a full load 





Abel Recommends ‘Internship’ Screening 


cellaneous programs available or con- 
templated. 

“Future cooperation between the in- 
surance teachers and the industry will 
attract a greater percentage of our in- 
surance-trained graduates to careers 
in insurance.” 

Mr. Abel discussed in some detail 
the LIAMA findings on pre-contract 
training, agents financing, duration of 
financing and liability of the agent 
who quits before the completion of fi- 
nancing, owing more than his commis- 
sions will cover. 


Oertel Retires As 
Agency Secretary 
Of Washington National 


After 50 years in the insurance 
business, Edward P. Oertel has re- 
tired as agency 
secretary in the 
general agency 
department of 
Washington Na- 
tional. 

Mr. Oertel 
started as an of- 
fice boy with 
Great Northern 
Life in 1911 when 
that company’s 
home office was 
located in Wausau, 
Wis. In 1922 he 
moved with the company to its new 
home office in Chicago. He subse- 
quently rose to assistant agency vice- 
president. When Great Northern 
merged with Washington National in 
1949, he was named to the position he 
held until his retirement. 
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Western & Southern 
To Give More Interest 


Western & Southern Life has in- 
creased interest rates payable to or- 
dinary life policyholders, effective Jan. 
1 


Ordinary and monthly debit ordin- 
ary dividend deposits will now accum- 
ulate at 344% interest instead of 3%, 
which will be credited to previous 
deposits on the policy anniversary in 
1961. 

The interest rate on new deposits for 
any regular ordinary life premium (ex- 
cept monthly) where the date of pay- 
ment is more than one year prior to 
its due date will be 342% compounded 
annually. The previous rate was 3%. 

On policy proceeds held under set- 
tlement option, the interest rate will 
be 3%% per year or the guaranteed 
rate, if higher. The former rate was 
3%. If 3%% is in excess of the guar- 
anteed rate, the excess interest will 
be paid in a single sum on the anniver- 
sary date on which the settlement 
option took effect. 


Harry McClain Is New 
Ind. Commissioner 


(CONTINUED FROM PAGE 1) 
several years was its state national 
director during the reign of Mr. Mc- 
Clain as executive secretary. 

After leaving the commissioner’s job 
Mr. McClain went with Pan-American 
Life as manager at Indianapolis, and in 
1939 he was appointed executive secre- 
tary of Indiana Assn. of Insurance 
Agents. 

Under his administration, the Indi- 
ana association developed into one of 
the outstanding units of National Assn. 
of Insurance Agents. Its conventions 
achieved national notice for the re- 
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markable attendance (for a number of 
years Indiana had more people at its 
conventions than NAIA), and Mr. Mc- 
Clain always kept the proceedings mov- 
ing at a fast pace with an agenda that 
contained something to appeal to all 
types of members. 

Gov. Handley, in his farewell ad- 
dress to the legislature last week said 
he would like to see the insurance de- 
partment get a larger appropriation. 
There have been criticisms that the 
department has been operating under 
antiquated laws and that the admin- 
istration has not been forceful enough. 
Mr. McClain, certainly, is a man who 
thinks for himself and who is not 
afraid to take a position. He is noted 
for that. It can be expected that the 
conduct of department affairs under 
Mr. McClain’s administration will be 
vigorous and purposeful. 


Standard Life Mutual 
Fund Confab Sold Out 


A full house has been guaranteed 
for the conference on “The Partner- 
ship of Life Insurance and Mutual 
Funds” sponsored by Standard Life of 
Indiana Jan. 23-24 at Indianapolis, and 
the company is no longer extending 
invitations. 

The response, according to Standard 
Life officials, far exceeded expecta- 
tions, and the maximum for an effici- 
ent conference has been reached. 
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Mutual Benefit 1960 
Sales Second Biggest 
In Company History 


A total of $747 million of new life 
insurance was written by Mutual Bene- 
fit Life in 1960, according to a joint 
statement by Chairman W. Paul Still- 
man and President H. Bruce Palmer. 
It was the second largest total sales 
recorded by the company and was 
within 1.6% of the all-time high of 
$757 million set in 1959. 

Ordinary sales in 1960 amounted to 
some $531 million, the third successive 
year that Mutual Benefit’s ordinary 
sales exceeded a half-billion dollars. At 
the beginning of the year, Mr. Palmer 
established an ordinary sales goal of 
at least 10% of total ordinary in force 
at that time—$5 billion dollars. 

Group sales in 1960 were more than 
$216 million, a gain of over 17%. 

Sales leader for the year was the 
Earls agency at Cincinnati for the 
eighth time in 10 years, with paid-for 
business exceeding $28 million. Other 
agency leaders and their paid-for pro- 
duction were Huber, New York, nearly 
$23 million; Rosenbaum, New York, 
$18.9 million; Schmerge, New York,. 
$18.8 million, and Guibord, Newark 
$18.4 million. 
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21 states shown below. Top com- 
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Editorial Comment 


Sales Aids From The Council On Aging 


Some useful sales aids for motivat- 
ing people to retirement annuities and 
life policies containing retirement 
values are contained in a new publi- 
cation of the Federal Council on Aging. 
This 84-page chart book reviews work 
activities, health, living arrangements 
and social adjustment of older people. 

Here are some of the points that 
should make anybody think a little 
more realistically about how he is 
going to get along in the retirement 
years: 

—Today 50 to 60% of the people age 
65 and over have less than $1,000 cash 
income a year. The most common and 
valuable asset of older persons is the 
equity in their homes. 

—Older persons spend nearly twice 
as much for medical care as the total 
population, and medical costs, par- 
ticularly hospital, have been rising 
faster than other prices. 

—While older workers are better in 
many ways from the employer’s view- 
point, age restrictions on job openings 
bar many older job-seekers. 

—Each year more than 3% million 


persons age 65 and over suffer acci- 
dental injuries, many resulting from 
falls in the home. Chronic illnesses 
also add to the income needs of older 
persons. 

—Most older persons—about 70%— 
live in their own homes. The others 
generally live in someone else’s home, 
usually with relatives. Only 6% are not 
in individual homes, but live in homes 
for the aged, nursing homes, retire- 
ment hotels and boarding houses. Since 
it seems obvious that most of the 
majority living in their own homes do 
so from choice, it is likely that even 
more of them would do it if they could 
afford to. 

Over and above its primary function 
of doing something about the problems 
of the aged and aging, the White 
House Conference on Aging, which 
opened Monday, also does a valuable 
service in drawing the attention of 
younger people to a more realistic 
understanding of the fact that they 
too will face these problems and had 
better do something about them while 
there is still time—R.B.M. 


Self-Insuring An Uninsurable Risk 


Would anyone in his right mind buy 
a house so faultily constructed that 
no fire insurance company in the 
world would insure it for even a frac- 
tion of its price? Would the possibility 
of eventually selling at a profit out- 
weigh the hard fact that in the mean- 
time there’d be no indemnity what- 
ever against total or partial destruc- 
tion by fire, windstorm or other nor- 
mally insurable hazards? 

Silly questions, of course. Yet many 
a man who’d immediately spot them 
as silly behaves precisely like the buy- 
er of an uninsurable house, when he 
decides against cash-value life insur- 
ance in favor of some kind of buy- 
term-and-invest-the-difference pro- 
gram. He would consider himself fit for 
the loony bin if he were to say, “I’m 
going to buy this house even though 
I can’t get insurance on it, because I 
hope its market price will go up fast- 
er than the price of a house that I 


could insure.” Yet he thinks it is a 
smart move to put food-and-shelter 
dollars into common stocks, which are 
not guaranteed against loss in value, 
when he could and should be putting 
them into life insurance cash values, 
which are fully guaranteed. 

A sobering thought for such fellows 
is this: Insurance men know that if 
a hazard is insurable, some under- 
writer will be found who is willing to 
insure it. London Lloyd’s is traditional- 
ly willing to accept even the weirdest 
of insurable risks—but has anybody 
tried to get Lloyd’s to issue a policy 
against a stock’s declining in value? 
“Neither private insurers nor the 
government considers that loss of com- 
mon stock values is an insurable haz- 
ard. Yet millions of stock buyers 
blithely “self-insure” this risk, and 
thousands of them seem to think it 
amounts to so little that they seriously 
compare common stocks, with their 


wide-open loss hazard, to insurance 
cash values, in which a 100% insur- 
ance-to-value feature is included in 
the purchase price. 

The man who invests his basic dol- 
lars in common stocks may in the 
long run come out better than if he 
had put them into life insurance cash 
values. But he may not. Fortunately, 
there’s a way of insuring against the 
latter contingency, and the premium 
may be as little as nothing at all: In- 
vest in life insurance cash values and 
regard the excess—if any—by which 
the common stock yields and apprecia- 
tion top the return on life insurance 
cash values as the “premium” for in- 
surance against doing worse than the 
return on these cash values. 

This “premium” may be fairly high 
or it may be less than nothing, de- 
pending on the behavior of the stocks 
that would have been bought instead 
of cash value life insurance. More- 
over, modest as this premium would 
usually be, it is lessened still further 
by these factors: 

1. “Pure protection” insurance costs 
more when obtained in a term insur- 
ance policy than when bought as part 
of a “package,” as it is when a cash 
value policy is purchased. Hence, the 
“difference” available to invest in 
stocks is less to start with and so has 
to earn higher and appreciate faster 
just to come out even with the cash 
values it is competing against. 

2. Life insurance cash values have 
a more favorable federal income tax 
status than dividends on stocks. 

3. Unless the investor is flying com- 
pletely blind, he must subscribe to in- 
vestment advisory services, and the 
good ones aren’t cheap. 

4. With the time the investor spends 
in studying these services and other 
sources of information, he could prob- 
ably earn enough in doing what he is 
good at to more than offset even the 
most optimistic estimate of the margin 
by which the stocks’ performance 
would beat that of life insurance. 

None of this, of course, is any re- 
flection on the man who has built an 
adequate reserve fund through life in- 
surance or other guaranteed invest- 
ments and wants to liven up his life 
with the excitement of monkeying 
around with common stocks. But it’s 
very much of a reflection on the fam- 
ily head who gets so entranced with 
the possibilities of higher returns on 
common stocks that he becomes de- 
sensitized to their very real lack of 
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safety. For he is then not only acting general 
as an insurer of a risk that no progwith Pri 


fessional insurer would touch, but h 


agent. 


is doing it for a “premium” that isf yrs. 


perhaps non-existent and_ usuallyfiired na 
much smaller than he_ realizes— 
R.B.M. 





Personals 


Peter J. Hennessey, president o 
Government Personnel Mutual Life 
has been elected vice-president of t 


Alamo Kiwanis Club at San Antonio, 


Edmund Fitzgerald, former chairman 
of Northwestern Mutual, has been ac. 
claimed Man-of-the-Year for 1960 by 
the Milwaukee Sentinel. Mr. Fitzgerald 
has been in retirement for nine months, 
and the newspaper, in a feature ar- 
ticle, paid tribute to him for his in- 
creasing tempo of civic contributions 
in the way of leadership and foresight, 
particularly as chairman of the Mil- 
waukee Development Group and as a 
member of the governor’s blue rib- 
bon tax study commission. 


Abram T. Collier, vice-president and 
general counsel of John Hancock, has 
been awarded the McKinsey Founda- 
tion $1,000 award for the best article 
to appear in the Harvard Business Re- 
view in 1960. Mr. Collier’s article, “De- 
bate at Wickersham Mills,” appeared 
in the May-June issue of the magazine 
and, in the form of a drama, explored 
the business philosophies of four as- 
pirants to the presidency of a family- 
owned textile mill. In the article, they 
are questioned by stockholders. Read- 
ers of the magazine were asked to cast 
their ballots for candidates to the po- 
sition. 


Milford A. Vieser, executive vice- 
president of Mutual Benefit Life, has 
been appointed by President Eisen- 
hower to membership on the national 
New Jersey Tercentenary Celebration 
Commission. The commission, author- 
ized by Congress, will be responsible 
for the federal government’s participa- 
tion in the observance of New Jersey’s 
300th anniversary in 1964. 


Churchill Rodgers, general counsel 
of Metropolitan Life, will head the life 
insurance division of the New York 
Legal Aid Society’s campaign to raise 
$667,000. The society last year pro- 
vided legal help for 84,000 New York- 
ers unable to pay a lawyer in private 
practice. 





Deaths 


JULIAN D. SERRILL, 73, general 
agent at Minneapolis of American 
Mutual Life, died. He was a past pres- 
ident of Minnesota Assn. of Life Un- 
derwriters. 


JEFFERSON D. HENRY, 55, vice- 
president of Guaranty Savings of 
Montgomery, Ala., died. He was on 
the executive committee and in 1958 
was vice-president of Alabama Assn. 
of Life Companies. 


RICHARD C. MALONE, secretary- 
treasurer International Opportunity 
Life, died. He had held that position 
for the past two years and recently 
was named to the board. Prior to join- 
ing International Opportunity, he was 
with Franklin Life for nine years as 
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ily actinglgeneral agent and district agent, and 

t no profwith Prudential for six years as debit 

h, but hegagent. 

” that is} mRS. JEANIE WILLARD, 81, re- 
usuallyftired national president of Woodmen 

‘ealizes.— Circle of Omaha, 








ident of 












and past president 
of National Fra- 
ternal Congress, 
died at Denison, 
Tex. She joined 
the fraternal in 
Denison in 1905 
and rose progres- 
sively to state 
president, national 
director and vice- 
























































Antonio, 
president before 
, ; becoming presi- 
Jeanie Willard : 
dent. Mrs. Willard 
was president of the National Fraternal 

Congress press section in 1938 and she 

headed the NFC in 1948. 

By H. W. Cornelius of Bacon, Whipple & Co. 

135 S. La Salle St., Chicago, Jan. 10, 1961 
Bid Asked 
$ $ 

Aetna Life 196 200 

American General  ........ccscceeseees 314% 32% 
oCk, haspeneficial Standard uc... 15-16% 
Founda-§Business Men’s Assurance ............ 42 43% 
t arti Cal.-Western States .......0...... 50 52 

wa le Commonwealth Life  ...........ccceee 21 22 
1€SS Ne- Connecticut General ...........ccee 406 412 
le, “De-§icontinental Assurance ....cccscee. 183 187 
ppecredl et bers i a a 

j Great Southern Life .............cc00 
agazined Guit Life 18% 19% 
-xplored Jefferson Standard ........cccceeeeees 42 431% 
Our aS-§ Liberty National Life 58 61 
family-flife & Casualty ......... 17 18 
le. th Life of Virginia .............. 5842 «60 
te, Wey Frincoln National Life . 230 235 
- Read-national L.8A. secs 117-120 
| to cast@ North American, Ill. . 14% 15% 
the BP Ohio State Life 20.0... seeeeteeeeeee 38 40 
Old Line Life 60 64 
Old Republic Life ........eee 18 19 
2 Republic National Life .. 33 35 
€ vice-§Southland Life .................. 92 95 
ife, has @ Southwestern GIN ascaicinieiesanienninatas 53% 55% 
. Travelers 96 98 
Eisen-§ tnited, Il. 31-32 
iational fv. s. Life 43 44 
‘bration § Washington National ...............0 4642 49 
author- Wisconsin National Life ............ 29 31 
onsible 
rticipa- @ 
ese! Conventions 
counsel 5. 26-27, Atlantic Alumni Assn. of LIAMA 
the life management schools, Cherry Hill Inn, Had- 
r York®@ donfield, N.J. 
oO raise Feb. 13-15, Health Insurance Assn., group in- 
surance forum, Biltmore Hotel, New York 
r pro- City. 
York- § Feb. 17-18, New York State General Agents & 
private Managers Assn., annual, Gideon Putnam Ho- 
tel, Saratoga. 

Feb. 23-24, Life Insurance Agency Management 
— Assn., life & property-casualty affiliates 

meeting, Statler Hilton Hotel, Hartford. 
March 13-15, Life Insurance Agency Manage- 
ment Assn., agency management conference, 
Edgewater Beach Hotel, Chicago. 

March 23-24, Society of Actuaries, regional, 
Commodore Hotel, New York City. 

April 6-7, Society of Actuaries, regional, Stat- 
; al ler Hilton Hotel, Dallas. 
eneral § April 12-13, New York State Assn., of Life Un- 
erican derwriters, “Appleknockers” sales caravan, 
- pres- Chamber of Commerce Auditorium, Roches- 

p ter, April 12, and Sheraton-Ten Eyck Hotel, 
e Un- Albany, April 13. 
April 13-15, Life Insurers Conference, annual, 
Americana Hotel, Bal Harbour, Fila. 
vice- | April_13-15, Home Office Life Underwriters 
Assn., annual, The Greenbrier, White Sulphur 
gs of Springs, W. Va. 
as on § April 16-20, National Assn. of Life Under- 
1958 writers, midyear, Galt Ocean Mile Hotel, 
Ft. Lauderdale, Fla. 
Assn. § April 17-18, Life Insurance Agency Manage- 
ment Assn., A&S meeting, Edgewater Beach 
Hotel, Chicago. 

April 26-28, Life Insurance Agency Management 
etary- ., combination companies conference, 
tunity Shoreham Hotel, Washington, D. C 

ition May 8-9, Assn. of Life Insurance Counsel, mid- 
S110 year, The Greenbrier, White Sulphur Springs, 
cently W. Va. 

_join- | May 8-10, Health Insurance Assn., annual, 
. wil Biltmore Hotel, New York City. 

May 12, New York State Life Underwriters 

irs as Assn., spring delegate meeting, Astor Hotel, 








New York City. 
May 14-16, Canadian Llife Insurance Officers 
Assn., annual, Seigniory Club, Quebec. 


May 14-17, Insurance Accounting & Statistical 
Assn., annual, Biltmore Hotel, Los Angeles. 


May 24-26, Canadian Life Insurance Officers 
Assn., annual, Seigniory Club, Quebec. 


May 31, Fraternal Actuarial Assn., midyear, 
Royal York Hotel, Toronto, Ont., Canada. 


June 1-2, Society of Actuaries, regional, Royal 
York Hotel, Toronto. 


Final Reminder: Nat'l 
Quality Award Filing 
Deadline Is Jan. 31 


NALU has issued a final reminder 
to members who plan to apply for the 
1961 national quality award to the ef- 
fect that completed forms must be 
sent to their home offices for verifi- 
cation no later than Jan. 31. 

Verified applications, in turn, must 
be received at NALU’s headquarters 
in Washington, D. C., no later than 
Feb. 28. A further qualification for 
the award is that applicants must be 
reported by their local associations to 
NALU—with their dues payments ac- 
companying the notification—no later 
than April 15. 

The first qualifier for the award is 
Herbert J. Budnick, Aetna Life, New 
York. Mr. Budnick made application, 
received company verification, paid 
his association dues, which in turn 
were sent to NALU, and had his ap- 
plication processed by Jan. 4. 

The NQA program is co-sponsored 
by NALU and LIAMA. Last year, 14,- 
695 producers qualified for the award. 


Life Company Loans 
Among First In FHA 
Nursing Home Program 


WASHINGTON, D. C.—Two life 
company mortgage loans for nursing 
home projects insured by Federal 
Housing Administration are among the 
first to be developed under the new 
federal mortgage financing program 
for proprietory nursing homes. The 
Fireside Lodge nursing home in Fort 
Worth, Tex., will receive a long-term 
mortgage loan from Teachers Insur- 
ance & Annuity Assn., and the Sher- 
wood Hall Nursing Home in Royal 
Oak, Mich., from North American Life 
of Chicago. Other commitments by life 
insurance companies are now being 
negotiated. 

The Teachers mortgage loan com- 
mitment on the Fireside Lodge amounts 
to $421,200. The term of the loan is 
20 years and carries an interest rate 
of 534%. It is to be insured by the FHA 
under title II, section 232, a new sec- 
tion added to the national housing act 
in 1959. 


North American Loan 


North American Life has issued a 
commitment to purchase the loan on 
the Sherwood Hall Nursing Home 
when the building is completed. The 
cost of the 63-bed facility will be 
$225,000. 

The FHA nursing home program was 
initiated in February after enactment 
of section 232 in 1959. Authorized by 
the new section of the housing act, 
the program was set up to help provide 
urgently needed nursing homes for 
people of all ages who require skilled 
nursing care and related medical serv- 
ices. 

The maximum insurable mortgage 
is 75% of the FHA estimated value of 
the property with improvements, up to 
the maximum of $12.5 million. The in- 
terest rate can be as high as 534%, plus 
the additional FHA mortgage insurance 
premium of one-half of 1%. The mort- 
gage may be amortized over a period 
not exceeding 20 years. 
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Comments On The Insurance Field 
From The Investment Dealer’s Chair 


Cartwright, Valleau & Co., Board of Trade Building, Chicago 


By LEVERING CARTWRIGHT 


Now it’s Standard Accident-Reliance. The proposed affiliation caused a 
market flurry Monday. Standard Accident, which had closed Friday at 50% 
bid, traded extensively in the range of 5214-314. Reliance traded on the Amer- 
ican Stock Exchange at 5858, which was surprisingly a gain over Friday. This 
was an arbitrage situation and the normal expectation would be for Reliance 
to sell off as Standard moved up. The liquidating value of Standard is 89 and 
that of Reliance 72. Standard has been paying $2 per year in dividends, Re- 
liance $2.20. Reliance has been gaining increasing respect in the financial world. 
They have been charting their own course and have been earning tut-tuts from 
the conventional element. Just recently they had a large gathering of agents 
and their wives at Nassau, this being the reward fer achieving sales ends. In 
recent years they acquired General Casualty of Madison, Wis., and Hoosier 
Casualty of Indianapolis and are now in process of acquiring Standard Fire 
of Trenton. ? 

Many investors who turned in their New Amsterdam stock to the Gengras 
interests at 64 purchased Standard Accident in the range of about 48. Standard 
ran up to 53 bid when the announcement was made that a deal was being 
discussed with Fireman’s Fund. Then when that evaporated the bid price on 
Standard dropped to as low as 43. If Standard and Reliance become one, there 
will be a total of 1,254,400 shares of Reliance with investment income per 
share of about $5.20. Thus a payout of $2.20 would be supremely well covered. 
For the first nine months of 1960 Reliance had a combined loss and expense 
ratio of 99.8, for Standard it was 103.4. 

If the Standard Accident affiliation becomes effective, the consolidated pre- 
mium income of the group will be about $150 million. The group would be 
comprised of Eureka, General Casualty of Madison, Hoosier Casualty, Standard 
Fire, Standard Accident, Reliance Life, and the parent Reliance. 


The recent excellent market in American Telephone accents the very large 
position the America Fore Loyalty group has in this issue. They own about 
400,000 shares and are the largest single stockholder of Telephone. They added 
100,000 shares in 1960. J. Victor Herd, chairman of America Fore, is a 


director of A.T.&T. 


The announcement of the stock dividends of 50% for Continental Assurance 
and 25% for Continental Casualty caused the stocks of those companies to 
advance still further, although the prior strength in those issues seems to have 
been in anticipation of such a distribution. The Assurance went up to 182-187 


while C. C. got as high as 8934 bid. 


Conn. General Life broke through the 400 barrier and went into new all time 


high ground Tuesday at 412 bid. 


Lincoln National Life which slid off 30 points after the announcement of 
its stock dividend and split continued to firm up and Monday morning 


was 231-34 


North Central Co., owning North Central Life, staged another big advance, 


to 12 bid. Last June this was brought out at 7. 


Travelers has been edging up and Monday morning was pari passu with 
Aetna Life at 96% bid, or nearly 4 points above its week earlier price. 


Wellington Fund reports the sale of 40,800 shares of Hartford Fire and the 


sale of 27,500 shares of North America. 


Bullock Fund, Inc., increased its holdings of Travelers to 15,000 shares from 
12,000. Hamilton Fund, Inc., invested in a total of 110,000 shares of Trans- 


america for its various series. 


The recent airline disaster at New York fell lightly on the hull insurers, it 
turns out. United Air Lines was fully self insured on the jet and TWA had a 
reserve which cushioned the blow for its insurers of the Constellation that 


was lost. 





Officers of Lib- 
erty National Life 
join in closed-cir- 
cuit telephone 
broadcast to 2,650 
employes and 82 
district agencies to 
announce that the 
company’s life in- 
surance in force 
exceeded $2 bil- 
lion. From left, 
front row, are 
Frank P. Samford 
Jr., president; 
Charles T. Clay- 
ton, executive 
vice-presi- 
dent, who was 
master of ceremo- 
nies for the broad- 
cast, and Frank P. 
Samford Sr, 
chairman. From 
left, back row, are 
Ehney A. Camp Jr. 





and Jack D. McSpadden, executive vice-presidents. 
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Supplementary List Of Quotations Of 
Bid Prices For Insurance Stocks 


Presented below is a supplementary Company 


tabulation of insurance stock quota- 
tions as assembled by Levering Cart- 
wright of Cartwright, Valleau & Co., 
Board of Trade Building, Chicago, 
specialists in insurance stocks. There 
is shown where available the Dec. 30, 
1960, bid prices of about 65 issues along 
with comparable quotations for June 
30, 1960, and Dec. 31, 1959. For many 
of these, the most recent bid price is 
one that appeared in the National 
Quotation Service towards the end of 
the year. These are situations that are 
not regularly quoted. In last week’s 
issue appeared 123 quotations in one 
set and about 300 in another. 


12/31/59 6/30/60 12/30/60 






































Company cb 
m. Guar. L.H.&A., Tex. .... ..... i. some 
— Independ. Life, Tex. .... 250 250 275 
Am, L.8A., MO. «....essceseeseserees 36% KD 
Am. Public Life, Ind. ......... 242 we. a 
Anchor Cas, .....eceeeeee 34 Sas 
Birmingham F.&C. 19 1 2 
Cal. Compensation 2h 2h 
Carolina Cas. .......... 3% 4% 
Cert. Credit Corp., O. 1% 1% 
Commercial Stand. ..........6 21 21'%2 20% 
Cotton States Life, Ala. ... 1% 2* 2 : 
Dixie Auto cine 2 2% 
Eastern Shore of Va 140 140 crcoee 
Economy F. & C. ... 14 14 14 
Educators, Cal. ....... 11 12 12 
Educators Auto., : | en " 
Educators & Ex., Ohio ......... 15% 16% 17% 
Employers, Ala,  ....-:000ss0 | LT Seer 
Farm & Home Agen., Ind... 3 1 rere 
Farm & Home Life, Ind. .. 10 _ ...... 10% 
Fidelity, S. C. ..... ei -- 3% 1% pects " 
Financial F. & C., Fla... + ‘4 2 
Economy F. & C. . 14 14 14 
Firemen’s, N.d.  .nccceessoscpsSersees coceee 38 38 
Fla. Home, ...........0000-+0080 « FAY DA arose 
Gateway Life, S. C. 5 re 
General Guar., Fl _" oneness anche 
Globe Life, Ala. ...cccccccccccccceee FB  cseee iia 
Great Lakes, IIl. 30 30 30 
Guar. Income Life, La. . i aa 
Guar. Life, Fla... | eee 
Guar. Life, D. C. .... 6%* 642° ...... } 
BRAPBOR —orescoccsscvcscccceees 19 13 15% 
Ins. Co. of Ore. ...... WY, 1B nave 
Ins. Co. of South, F 2% Doctor 
Ins. Co. State of Pa. . 40 44 44 
Insuromedic Life _..... oo ' BM ne oo 
Intl. Fidelity, Tex. ......... 1%* 1% 1% 
Intl. Opportunity Life, ........ 6%* 4* 
Bah, LABS, Te, cnceoccssinrnccssesscees 1 1% Wy 
Investment Life, Ohio . 82 8 
Investment L. & T., S.C... 33% vere sesaee 
Kan. Bankers Surety .......... 58 60 59 
Life Unds., Tex. (Units) ... 21* | ns 
Lincoln Am. Life, Tenn. .... 2... 2% 
Lincoln Income Life ............ 2156 __...... 
Lincoln Life, Ga. ......... SS les ee 
Maine Bonding .... 18 eS ms 
Members, Cal. ........... i ae 
Midland Natl. Life, Ws - 1% “cone 
Midwestern Indem., Ohio .. 17% 17 1642 
Nat. Acc. & Health, Pa. ... 25 __...... 272 
Natl. Fidelity, S. C. ............... Wile erin eine 


Northern States Life ........... sce coves 


12/31/59 6/30/60 12/30/60 











Pacific Employers 18 2242 21% 
Piedmont Southern Life ... ww... 60 
Protective L. & A. lll eR: 
Republic Franklin, Ohio .... ...... et Sasa 
Richmond Life .................00 7 72 5 
Rocky Mountain Fire .......... bb Ue ine sae 
Rocky Mountain Life ........ 3 3 2%, 
St. Louis Ins. Corp. 4 4 
Sentinel Life, N.C. . i _, 
South Carolina ....... 20 22 
S.W. Fire & Cas. ..... i. /s BYe reve 
State Security Life, Ind. .... ae a cere 
a 11 10 meen 
Utah Home Fire ................00000 26 28 27 
MIORVOTORL, DN. .acheccsssseieonsvnces BEG. cn 28% 
Universal L.&A., Ind. ........ oO ‘ose 


* Offering price 


W..G. Bilbrey Jr. Named 
Consultant For LLAMA 


W. G. Bilbrey Jr. has joined the staff 
of LIAMA as a consultant. Mr. Bilbrey 
has been general 
agent of Massa- 
chusetts Mutual at 
Oakland, Cal. 

He taught school 
for two years be- 
fore entering the 
life insurance bus- 
iness in 1951, and 
was an agent at 
North Manchester, 
Ind., and assistant 
manager at Toledo 
for New York Life. 
He was also assis- 
tant superintendent of agencies and 
assistant general agent at Toledo for 
Massachusetts Mutual. 


S.C. Commissioner Has 
New Regulation Plans 


Plans for stronger regulation in 
South Carolina were outlined in a talk 
by Commissioner Austin to Walterboro 
Life Underwriters Assn. He said the 
program is necessary to avert the 
threat of federal intervention in the 
regulation of insurance. 

A financial analysis will be made of 
every insurer in the state, Mr. Austin 
said. All management contracts under 
which insurance companies are oper- 
ated will be analyzed. Licensing quali- 
fications for companies and agents will 





W. G. Bilbrey Jr. 





WANT ADS 


Rates—$22 per inch per insertion—1 inch minimum—sold in units of half-inches. Limit— 


40 words per inch. Deadline 4 P.M. Friday of 
175 W. Jackson Blvd. Individuals placing ads 


Ne 


week before publication in Chicago office— 
are requested to make payment in advance. 
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TOP CREDIT LIFE EXECUTIVE 


A Credit Life and Credit A&H company now writing in excess of $6 million 
annually in net premiums and with over $230 million of credit life business 
in force—and growing stecdily—is seeking an executive with sufficient ex- 


perience in credit life and A&H to take 


charge of all home office operations. 


Headquarters are on the East Coast. Starting salary and assured future 


advancements are more than ample to 


satisfy the mature, experienced, and 


qualified executive which the Company requires. 

Please submit letter of application, with complete resume, to Box V-58, 
The National Underwriter, 175 W. Jackson Blvd., Chicago 4, Illinois. Replies 
will be treated in the strictest confidence. No communication will be made 


without your express permission. 








EXCEPTIONALLY QUALIFIED 


For responsibility as resident manager or vice 
president of Regional Area comprising states 
bordering Missouri River. Extensive acquain- 
tance with Surplus Writers, Producing General 
Agents and rated Case Brokers. Write V-6l, 
National Underwriter, 175 W. Jackson Blvd., 
Chicago 4, III. 





SALES MANAGER WANTED 


Well established Chicago insurance agency 
wants sales manager for hospital and life in- 
surance. Salary and commission. Reply to V-66, 
National Underwriter, 175 W. Jackson Blvd., 
Chicago 4, Illinois. 








be strengthened. Constant surveillance 
will be kept on types of policies sold. 
Rates also will be analyzed regularly. 

The program calls for hiring more 
competent personnel for the state in- 
surance department, Mr. Austin said. 
Tighter control will be exercised over 
the securities and investments of in- 
surers. The existing insurance laws 
will be studied. Six divisions will be 
created in the department to supervise 
life and A&S, fire and casualty, ex- 
amination, licensing, claims and as- 
signed risks, and legal matters, he in- 
dicated. , 


Revised esiien Of 


NALU Social Security 
Slide Kit Available 


WASHINGTON, D.C—A _ revised 
version of the slide-narrative, ‘Can 
We Have Sound Social Security?” orig- 
inally produced by NALU in 1958, is 
available from NALU headquarters 
here. 

Albert C. Adams, John Hancock, 
Philadelphia, chairman of NALU’s 
committee on social security, said that 
both the slide-narrative script and 
script recording have been updated so 
as to include all OASI changes voted 
in the last session of Congress. 

Slide-narrative kits containing a set 
of 64 color slides, scripts, sample 
news releases, and other materials 
helpful in arranging showings can be 
ordered from NALU for $10. A tape re- 
cording of the script costs an addi- 
tional $3.50. 

More than 750 NALU slide-narra- 
tive kits have been distributed to in- 
dividual producers and local and state 
life underwriter associations in the 
past two years. It is estimated that the 
slides—which detail a number of 
little-known facts about social security 
and the dangers inherent to its con- 
tinual, costly expansion—has been 
viewed by several hundred thousand 
persons. 


North Carolina Mutual Buys 
‘Four Acres’ For Home Office 

North Carolina Mutual Life has pur- 
chased the late B. N. Duke homestead 
in Durham for home office purposes. 
The property is on the southeast cor- 
ner of Chapel Hill and Duke Streets 
and is known locally as “four acres.” 





DIRECTOR, 
GROUP SALES 
PROMOTION AND TRAINING 


Unusual opportunity with leading mid- 
western life company for young, career- 
minded man. 


Newly established position with excellent 
future prospects. 


Will be responsible for training program, 
special sales promotion activities, and 
preparation of sales promotion materials. 


Experience in group sales promotion and 
training essential. Knowledge of group un- 
derwriting practices and sales procedures 
desirable. 


Salary to $12,000. 


Communications and resumes will be held 
in strictest confidence. 


Write to V-63, National Underwriter, 175 
W. Jackson Bivd., Chicago 4, Illinois. 














January 14, 19qgjanuary 


L. R. Menagh Jr. 
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pointed assistant actuary. Later he gradua’ 
held various jobs, including supervygtem; 2n 
sion of the underwriting and clainget age 65 
departments. nostpone < 
Early in 1939, he was appointed agpuild up | 
sistant comptroller and later in thglater use; 
same year comptroller. He was electaggnd an ex 
vice-president and comptroller in 194#fo assure 
He worked closely with Mr. Shanks ogtion in e' 
a variety of projects, including thgman, sole 
company’s decentralization program. fporate ow 
Mr. Menagh is a former president q@ The con 
Insurance Accounting and Statisticgates for 
Assn., and founder of the New Yorgquantity — 
Accountants Club. He was treasurer g@fhe latte 
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with Rutgers and was chairman of th 
Newark council of Rutgers. He 
taken a prominent part in the lif 
companies’ struggle to establish an 
maintain an equitable federal incon 
tax formula for life insurers. 


Joined In 1940 


Mr. Groel joined Prudential in 194 
after having served in the New Jerse 
legislature and as a Newark city of 
ficial. He was given responsibility fo 
public relations and advertising, ; 
addition to his other duties. He 
been active in numerous civic an 
welfare activities. He is a graduate 
Princeton and of Harvard law schoo 
He was on the Rutgers law schod 
faculty for a number of years befo 
joining Prudential as assistant secre 
tary. He is on the boards of Nationa 
State Bank of Newark, New Jerse 
Historical Society, United Hospitals ¢ 
Newark, Newark Civil Defense Coun 
New Jersey Safety Council and th 
Newark Museum Assn. He is chairma 
of the Newark Economic Developmen 
Committee and is a past president ¢ 
the Advertising Club of New Jersey. 

Mr. Kennedy has been connecte 
with Prudential’s public relations an/ 
advertising activities almost since join- 
ing the company in 1933. He becam 
director of advertising in 1946 ani 
executive director of public relation I 
and advertising in 1956. He is a forme 
president of Life Insurance Advertiser 
Assn. and a former director of Assn. 6 
National Advertisers. He is chairma 
of the board of the national publi 
relations council of Health & Welfar 
Services. He was graduated from 
Princeton in 1932. 

Mr. Freeston joined Prudential it 
1933 after undergraduate and graduate 
studies at Princeton. He started in the 
field, later serving in the claims ani 
secretary’s departments. He has bea 
assistant secretary since 1950. 


Stockholders Of Texas 


Insurers Vote To Merge 


Stockholders of Union Bankers @ 
Dallas and Southwest American Lif 
of Houston have voted to merge, witht 
Union Bankers as the surviving com- 
pany. 

Union Bankers is headed by Mar 
garet B. Smith, and Jewel S. Jone, 
president of Southwest American, wil 
become executive vice-president of the 
consolidated insurer.; Harold Pickett o 
Southwest American, will be vice 
president and director of life agencies 

The combined company will have 
assets of $4 million, annual premium 
income of $4.5 million, and life insur 
ance in force of $26 million. It i 
licensed in 25 states. 
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ationwide Life 
Revises Its Line 


Nationwide Life has overhauled its 
ife insurance portfolio. The revised 
lans include a modified life 3-10 
plan, aimed at young adults, which 
provides permanent insurance through 
Later hp graduated premium payment sys- 
supervigem; an elective income endowment 
id claint age 65, enabling a 65-year-old to 
nostpone accepting benefits in order to 
yinted agbuild up higher retirement income for 
r in thflater use; a one-parent family policy; 
as electagand an executive equity plan designed 
r in 194#o assure funds for business continua- 
shanks gftion in event of the death of a key 
iding thgman, sole proprietor, partner, or cor- 
rogram, fporate owner. 
osident q@ The company has also adopted lower 
Statisticdrates for women and has devised a 
‘ew Yoruantity discount premium schedule. 
asurer @The latter provides a $2 discount for 
s mergefeach $1,000 of insurance in excess of 
an of thg$4,000. 

He Dividends to policyholders will be 
the lifgincreased; interest on dividends left to 
lish an@accumulate will be raised from 3% to 
1 incom§34%; interest on supplementary con- 
tracts will be boosted from 3% to 
316%; and advance premium payments 
will earn 314%, and interest on monies 
| in 194@falready in the advance premium fund 
w Jersefwill be raised from 3 to 342%. 

city of 


int, ‘Ohio National Life 
n§Raises Dividend Scale 


He 
ivic an Ohio National Life has increased its 
iduate dividend scale for 1961. Dividends are 
N Scho0ffexpected to be 10% greater than for 
v schooj960, approximately half of the in- 
‘s beforfcrease arising from the increase in 
it secreiscale. The increase is due to improved 
Nationa investment earnings and will apply to 
y Jerse all existing and new policies for which 
spitals oj 
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the dividend includes an excess inter- 
est element. 

The rate of intersest credited during 
1961 to dividend accumulations, settle- 
ment certificates and immediate an- 
nuities during the certain period will 
be 3.75%. The discount rate on new 
premiums paid in advance will be 
3.75%. 

Policy dividends for special pension 
trust plans and the rate of interest 
credited to deposit administration 
funds held in connection with qualified 
pension plans will be further increased 
to reflect the tax saving under the life 
insurance company tax law of 1959. 

This is the fifth scale increase in the 
past seven years for the company. 
Reduced guaranteed premiums for all 
level term insurance plans also go into 
effect in 1961. 


Was Report Timed To 
Influence Aged Parley? 


(CONTINUED FROM PAGE 1) 

day the task force program was re- 
leased, seven panels of the more than 
a score at the conference on aging 
voted 96-77 in favor of some kind of 
health insurance program for the aged 
that would be financed through social 
security taxes. 

Then, on Wednesday, two major 
sections of the conference voted on a 
choice of financing methods. The sec- 
tion on income maintenance voted 170- 
99 in favor of the social security ap- 
proach, and the section on health and 
medical care voted 165-122 in favor of 
of the proposition that existing legis- 
lation is sufficient to cope with the 
problem of medical care costs for the 
aged. Robert W. Kean, former New 
Jersey congressman and chairman of 
the conference, directed the chairman 
of the latter section, Dr. Leonard W. 
Larson, president-elect of the Ameri- 
can Medical Assn., to have his group 
withdraw its formal opposition to so- 
cial security health insurance. As this 
issue went to press, the move would 
seem to have the effect of causing the 
full conference in its final report to 
recommend the social security method 
to the incoming president. 


Call Conference ‘Loaded’ 


Earlier in the week, proponents of 
the social security method of financing 
had claimed that the conference was 
“loaded” in favor of insurance com- 
panies, the American Medical Assn. and 
business groups, all of whom prefer 
the federal-state plan of medical care 
which President Eisenhower signed 
into law last fall. Insurance people are 
therefor asking, “How much did the 
task force’s advocacy of the social 
security method affect the outcome 
of the conference’s vote?” 

Also, they are asking, “Was the tim- 
ing of the task force report planned to 
have the effect it did?” 

In spite of some groups’ claims to 
the contrary, the conference has more 
than its share of Kennedy program 
advocates, all of whom may have made 
up their minds ahead of time to vote 
in favor of the social security method 
of financing. Then, too, another factor 
influencing the vote may have been 
the speech to the conference Monday 
by Marion B. Folsom, in which the 
former secretary of Health, Education 
& Welfare came out in favor of the 
social security approach. Mr. Folsom, 
when he was President Eisenhower’s 
HEW secretary took an opposite view 
and now seems to have reversed him- 
self. 

American Educational Life of Nash- 
ville has been licensed in Georgia. 


Three-Panel Meeting 
To Kick Off 75th Year 
Of N. Y. C. Agents Assn. 


New York City Life Underwriters 
Assn. will kick off its 75th anniversary 
series of celebrations with a “Town 
Hall Forum” educational meeting in 
the north ballroom of the Hotel Astor, 
Jan. 19, and will end its celebration 
period with a luncheon, also at the 
Astor, in May. 

The Jan. 19 meeting, which will 
have as its chairman Shelley S. Goren, 
Mutual of New York, will consist of 
three panels. The program will be mod- 
erated by Laurence J. Ackerman, dean 
of the school of business administration 
of the University of Connecticut. 

Participants in the first panel, 
“Should a Life Insurance Company 
Sell Mutual Funds?” will be James 
S. Bingay, 2nd vice-president for sales 
of Mutual of New York, and Robert 
A. Rennie, vice-president, research, of 
Nationwide companies. 

“The Future of the Agent in the 10 
Years Ahead,” the second panel, will 
consist of H. Bruce Palmer, president 
of Mutual Benefit Life, and Edmund 
L. Zalinski, executive vice-president of 
Life of North America. 

The final panel, “Group Insurance— 
Where Are We Headed?” will be made 
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Plan Hawaii Tour 
For IASA Annual 
Meeting Registrants 


Registrants at the annual meeting of 
Insurance Accounting & Statistical 
Assn. at Los Angeles May 14-17 are 
being offered the opportunity to take 
a 10-day tour to Hawaii, scheduled to 
leave Los Angeles May 17. The number 
of applications already received indi- 
cates this will be a successful project. 

Families or individuals participating 
will travel to Hawaii by jet and stay 
at the Reef Hotel in Waikiki. 

Information concerning the tour may 
be had from Jack N. Schreihofer, sec- 
retary Transport Indemnity, 3670 Wil- 
shire Boulevard, Los Angeles 5. 





up of Harold W. Baird, superintendent 
of agencies of Northwestern Mutual; 
David B. Fluegelman, general agent of 
Connecticut Mutual Life at New York, 
and Robert B. Hamor, vice-president 
and director of agencies of Continental 
Assurance. 

Each panel speaker will have 15 
minutes to comment on his assigned 
topic and at the conclusion of the pro- 
gram will participate in a question and 
answer period. The program is spon- 
sored by the association’s field agents 
advisory council. 
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of Premium coverage. 


Term Plan, Age 35 (excluding W.P. and 
annual premium basis. 





North American Building 
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is still the country’s friendliest... 
... and progressive, too! Note just a few of 
our most recent sales-building changes: 


e EXPANDED NON-MEDICAL LIMITS (Males and Females)—$20,000 Ages 5 to 35, 
inclusive; $10,000 Ages 36-40, inclusive; $5,000 Ages 41-45, inclusive. 


e NEW LOWER PREMIUM RATES FOR FEMALES—and regular rates for Waiver 


@ GRADED PREMIUMS ON LEVEL TERM PLANS—for example: $50,000 Ten Year 


D.1.) is only $5.96 per 1,000 on a gross 


NORTH AMERICAN LIFE 
Pasurance Company OF CHICAGO 


Charles G. Ashbrook, President 
Ronald D. Rogers, CLU, 


Agency Vice President 


Chicago 3, Illinois 











**, . . Probably the greatest asset a 
Travelers adjuster can possess is an 
understanding of his fellow humans 
and the ability to deal with them on 
a fair and equitable basis in terms 
they can understand . . . One of his 
main purposes is to find ways and 
means to pay proper claims in full 
amounts with sincere regard for 
the extent of damage involved.” 
®@ Here is a philosophy of service 
that fashions career men for a 
claim organization. Travelers ad- 
justers have been with the Com- 
pany an average of more than 
ten years. These men are proud 
of the job they do and they are 
proud of The Travelers, a Com- 
pany that relies almost entirely 
on its own highly trained staff 
to handle claims. ® Working 
from more than 275 offices 
throughout America, these ad- 
justers back up independent 
Travelers agents with the type 
of claim service that sustains 
and strengthens The Travelers, 
Travelers agents, and the en- 
tire American Agency System. 


You 
sell 


claim service 


not 
contracts | 


THE TRAVELERS INSURANCE COMPANIES ¢ HARTFORD, CONNECTICUT 
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